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SURVEY REPORT: What new services should banking plan for business? (See page 3) 


This Month: 


“GO” SIGN FOR BANK AUTOMATION by Norman E. Douglas 
RELIEF POOL FOR STAFF ABSENTEES by Norman W. Berry 
UNIFORM COMMERCIAL CODE EXPERIENCE by Shaler Stidham 
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AND wammerMite SAFETY 
CAN HELP START THEM 
BANKING WITH YOU éauéatne 


Every checking account customer you get is a prospect for a personal loan. One way to 
help attract new checking accounts is to offer checks printed on Hammermill Safety paper. 

Hammermill Safety adds an extra selling feature to your checking account services 
because it has the name your customers know and use with confidence. Its specially 
sensitized surface protects you from loss, too. And Hammermill Safety costs no more. 
Hammermill Paper Company, Erie, Pennsylvania. 
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Happy Hunters 

Sirs: The first six winners of the 
new “Hunter” Kachina award and their 
enrollment in the novel Five Buy Five 
Club at Valley National Bank are shown 
below receiving their awards from 
President Carl Bimson. To qualify for 
membership, employees must sell five 


new accounts, plus additional services 
to five customers. In return they re- 
ceive the distinctive Kachina, a cash 
gift and a club pin. 

The Kachina trophies were made 
especially for us on the Hopi Reserva- 
tion in northern Arizona. We selected 
the “Hunter” design because it is said 
to “bring good fortune to those who 
seek out game and snare it for the 
tribe.” 

CHARLES W. PINE, Public Relations, 

Valley National Bank, 

Phoenix, Arizona 
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Holding vs. Trading 


Sirs: I was very much interested in 
the article on bond trading in your 


March “Trends in Finance” section. 
However, in your illustration of the 
tax advantage of bond trading, I wonder 
if you have not made a point exactly 
opposite from that which you were 
trying to make. I refer to the fact 
that if you had carried your illustration 
one step further and followed the prin- 
cipal computations to their conclusion, 
the net over-all production of “holding” 
bonds would have exceeded that shown 
by “trading” bonds. In the computa- 
tions showing the results of “trading,” 
the bank would have $973,500 principal 
at maturity and $114,829 net earnings 
for a total net production of $1,088,329, 
while in the case of “holding” it would 
have had _ $1,000,000 principal and 
$106,269 net earnings for a total net 
production of $1,106,269. This shows 
an advantage of “holding” over “trad- 
ing” of $17,940. 

Without boring you with the detailed 
computations involved, I think this 
bank has overlooked two very funda- 
mental points which must be considered 
if any tax trading operation is to be 
successful. The first is commonly re- 
ferred to as the “arbitrage” profit or 
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loss resulting from trading bonds. In 
your illustration, for example, the bank 
started out with $1,000,000 par value 
but ended up in the same bonds with 
only $973,500 or a loss of $26,500. This 
was the result of what I would consider 
rather poor arbitrage trading. 

The second fundamental which it had 
overlooked is the fact that it traded 
into higher-coupon issues on which the 
increased income is taxed at 52 per 
cent. As a result, although the increased 
income resulting from the higher-cou- 
pon issues amounted to approximately 
$18,181, on an after-tax basis this 
amounted to approximately $8,727. In 
many trades the increased income re- 
ceived as the result of purchasing a 
higher-coupon issue may offset what 
otherwise would be considered an arbi- 
trage loss on a “gross” basis, but when 
the “net” after-tax income is computed, 
the trade may still show up as a loss. 
In the illustration which you have used, 
however, the arbitrage trading was so 
bad that it was not even offset on a 
gross basis. As a result, even after con- 
sidering the increased income and the 
tax saving, it would appear that this 
bank had lost more than it had gained 
and would have been better off if it 
had refrained from tax trading. 

Unfortunately, there are too many 
banks which feel that tax trading is 
simply a matter of writing bonds up 
and down as the market fluctuates. 
While it may be true that these banks 
realize a “tax saving,” these trades 
are not conducted in a vacuum. A more 
thorough analysis of these trading 
operations might reveal that their losses 
in other connections are more than off- 
setting their so-called “tax savings” as 
in the case of the bank which you 
illustrated. 

RIcHARD A. HALL, 

Investment Officer, 
The First National Bank of Boston, 
Boston 6, Massachusetts 
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Modern Wampum 


Sirs: A unique situation arose at 
our bank recently whereby a check 
written on a piece of birchbark and 
sent to an individual in California 
flowed through normal bank channels 
and was returned to us to be charged 
to our customer’s account. 

It all started when Charles TerBeek, 
7, asked his father to help him build 
a birchbark canoe. They took a fire- 
place log with a full jacket of bark 
and stripped it to make a foot long 
toy canoe. As they worked, Mr. Ter- 
Beek talked about the many Indian 
uses of birchbark. He mentioned that 
the material, sometimes employed as 
writing paper, probably could be used 
by him as money. 


His daughter, Georganne, 10, a 
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Camp Fire Girl, questioned the latter 
statement. To prove his point, Mr. 
TerBeek wrote a $5 check on a thin 
bit of bark and sent it to Georganne’s 
grandmother in California. 

She cashed the check with the Bank 
of America, where it went through the 
first of a series of electronic banking 
machines used in the normal pattern of 
check handling. From the Federal 
Reserve Bank in Los Angeles, the bark- 
strip went to the Federal Reserve Bank 
in New York City and then to the 
Federal Reserve Branch in Detroit, 
Michigan, before being returned to us 
to be drawn against Mr. TerBeek’s 
account. 

Little the worse for wear despite its 
natural tendency toward brittleness, the 
birchbark check received its final post- 
ing at our office. 

R. C. SIMKINS, Vice-President, 

Union Bank and Trust Company, 

Grand Rapids, Michigan 
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ROCKWELL-STANDARD reports for 1958 


a Solid foundation for its optimistic outlook 














ROCKWELL-STANDARD 


Expanded research and development 

— the focal point of its world-wide progress 
Many new products introduced 

Two major acquisitions 


— takes full stride into executive aircraft 
production 


— acquires torque converter and transmission 
business 


Foreign activities expanded 

More than $7 million capital additions 

More than $56 million working capital 

No long-term or current borrowings 

More than $115 million shareholders’ equity 
More than 29 thousand shareholders of record 
More than $204 million sales 

More than $9 million net income 

Dividends maintained at $2.00 per share 


With 1958 Annual Report is 20 page 
brochure on Company’s Aero Commander 
Executive Aircraft. Ask your broker for copy 
of this report or write to Secretary 
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corporate office: coraopolis, pa. 
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TRENDS IN FINANCE 








Ten-Y ear Projection 
of Bank Trends 


What’s ahead for banking in the 
“Soaring Sixties’? 

It was to explore this question that 
the research committee of the Financial 
Public Relations Association held its 
annual meeting in Cleveland recently. 
The eight reports that were given pro- 
vide an excellent insight into what the 
future holds in store for banks, and 
offer timely planning guideposts for 
the present. 

The first report, “Economics and 
Marketing Outlook,” laid the back- 
ground for the remaining research 
studies, which covered the outlook for 
wholesale and retail services, staff rela- 
tions, automation, banking premises, 
advertising expenditures, and television. 
In the future the FPRA plans to make 
the full reports available in bound 
form, and copies would make a most 
worthwhile addition to the libraries of 
forward-looking bankers. 

Economic background. The 10-year 
projection of the economic and market- 
ing outlook was presented by Arthur A. 
Smith, vice-president and economist, 
First National Bank in Dallas, Texas. 
Taking into account population growth, 
worker productivity improvement and 
continued inflation—and applying re- 
cent ratios between gross national 
product and bank loans and deposits— 
Mr. Smith came up with some illuminat- 
ing estimates on the prospective jump 
in demand for bank services. 

For example, he foresaw that com- 
mercial banks by 1965 may very likely 
have about 46 per cent more in total 
loans than at present, and some 43 per 
cent more in deposits. By the end of the 
next decade, he calculated that they 
should have about 78 per cent more 
loans and 75 per cent more deposits. 

In the projected loan expansion there 
should be a more than proportionate 
increase in consumer credit, Mr. Smith 
added. This will be due to the popula- 
tion trend; in the 60’s the bumper baby 
crop of World War II years will be 
reaching marriageable age and family 
formations will step up substantially, 
entailing heavy credit expenditures. 

Less liquidity? The well-known bank 
economist also predicted a strong de- 
mand for business loans, to support a 
gross national product of $663 billion 
in 1965 (vs. $438 billion in 1958) and 
$807 billion by 1970. To meet the credit 
needs ahead, he said, banks may have 
to change some of their “old-fashioned 
ideas about liquidity and loan ratios”, 
which he maintained were no longer 
valid in view of such factors as the 
F.D.I.C. Specifically, he referred to the 





SEE COVER: A. E. Langenbach, 
vice-president, The First National 
Bank of Chicago, cites results of 
corporate treasurer questionnaire 
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Eight probes into the future 


“fetish” of holding loans to not over 
50 per cent of total assets, insisted upon 
by some bank managements. When re- 
minded that corporate treasurers tend 
to place emphasis or importance on 
liquidity in comparing bank statements, 
Mr. Smith said that this represented 
another future problem of “education.” 

Rural bank problem. Are there any 
significant transitions under way in the 
economy which will enhance or impede 
a particular bank’s chances of sharing 
fully in the predicted aggregate in- 
crease in business? In answer to this 
question, Mr. Smith pointed to the 
transformation taking place in agri- 
cultural areas, where farms are getting 
fewer and larger, and the population 
in rural communities is dwindling. 
“Obviously these developments have 
tremendous impact upon commercial 
banks in towns largely dependent upon 


agriculture,” the speaker noted. “In the 
60’s these banks very probably will not 
share in the projected increase in aggre- 
gate business. There are no apparent 
offsetting developments in prospect. 
Some smaller communities will be able 
to obtain industries to keep them going, 
but most will not. Very likely we shall 
see in states where branch banking is 
forbidden (incidentally, the prohibition 
is common in agricultural states) small 
town banks either giving up their 
charters or merging because there will 
not be sufficient business.” 

Downtown banks. The trek away from 
agriculture is adding substantially to 
the growth of cities and metropolitan 
areas, and Mr. Smith predicted that 
banks in communities of 25,000 and 
over stand a much better than average 
chance to prosper in the 60’s. However, 
in the large centers of 300,000 popula- 
tion and over, neighborhood banks are 
springing up to take much of the new 
business generated by the metropolitan 
growth, particularly in states where 
branch banking is not permitted, and 
Mr. Smith foresaw that downtown 
banks would have difficulty in gaining 
and holding business in the 60’s despite 
such expensive allures as motor bank- 
ing facilities. 

Following this overall view of the 
economic and marketing outlook for 
banking, the other research reports 
turned to specific areas of study—for 
instance, to the new services likely to 
be introduced or broadened in the 
decade ahead, and to new “packages” 
for present services. 

Treasurer survey. Covering the sub- 
ject from the so-called wholesale level, 
A. E. Langenbach, vice-president, The 
First National Bank of Chicago, cited 
replies to a questionnaire which he had 
sent to corporate treasurers, bankers, 
accountants, lawyers, educators and 
management consultants, to determine 
current opinion on some of the newer 
services now being offered—such as 
lock box plans—and to induce sugges- 
tions about potential future services. 

Many of the replies were encouraging. 
For example, in answering the question 
as to whether their company receives 
all the services it would like to have 
from the banks today, 82 per cent of 
the corporate treasurers replied in the 
affirmative. A large percentage of the 
financial officers (88 per cent) did not 
think that in the future banks should 
be asked to provide more bookkeeping 
and tax record services for business, 
and 75 per cent said “no” to the ques- 
tion as to whether banks should prepare 
and deliver payrolls. However, on the 
more traditional role of rendering finan- 
cial advice to business, 67 per cent of 
the treasurers indicated that they would 
favor an expansion of this bank service. 

Other findings. Surprisingly enough, 
only 54 per cent of the corporate finan- 
cial officers said “yes” to the question: 
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“Do you believe that banking should 
grant longer-term credits (8 to 15 
years) in the future?” On the affirma- 
tive side, the treasurer of a large air- 
craft company dubbed this area of 
finance a “no man’s land,” and called 
it imperative that commercial banks 
explore the possibility of filling the 
void. However, some corporate spokes- 
men were concerned that the extension 
of long term loans might impair bank 
liquidity and the ability to make short 
term credit available. 

As to the question of what future 
services a bank might perform for 
business as a result of installing com- 
puters, only 18 per cent of the treas- 
urers indicated that they would be 
interested in an analysis of statistical 
data, 19 per cent in an investment 
portfolio analysis, 29 per cent in rental 
of the equipment in off hours. Most 
popular possibilities: general economic 
forecasting, which appealed to 44 per 
cent of the treasurers, and business 
forecasting for particular industries, 
favored by 51 per cent. 

Many respondents appeared to agree 
. with one treasurer who stated: “‘Assist- 
ance in banking functions and informed 
financial leadership is, in our opinion, 
of much greater importance than the 
devising of ways of relieving business 
of some of its clerical burdens.” 
Admittedly, many of the new services 
proposed in the survey raise questions 
of adequate compensation and the 
proper role of commercial banks in the 
economy. 

Bigger retail market. What about the 
market for banking services at the 
retail or consumer level? According to 
James R. Hand, vice-president and 
sales manager, National Bank of West- 
chester, New York, it can be anticipated 
that the market will be an expanding 
one, will be on the move, will be more 
selective, younger and less tied to the 
traditional, and will have more dispos- 
able income for goods and services. 

Rather than be characterized by the 
introduction of numerous new banking 
services, the 60’s in Mr. Hand’s opinion 
will see noticeable changes in some of 
the present services. For instance, the 
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“packaging” of the deposit services— 
savings and checking—are expected to 
receive far more attention than they 
have in the past. Thus “tie-in sales” 
will grow in popularity, either in the 
form of reducing a charge on the second 
service or using one to sell the other. 
“Alert banks in the Sixties will package 
their savings accounts in terms of the 
saver’s goal,” Mr. Hand asserted, and 
he also foresaw an expansion of the 
move to establish savings plans and 
loan plans within the plants of busi- 
ness customers. He predicted that use 
of checking accounts would increase at 
a high rate in the next decade, due to 
higher incomes, education, and _ sub- 
urban living. 

Sales challenge. With still greater use 
of drive-in facilities in the offing, banks 
will have to face up to the fact that 
they are reducing opportunities to sell 
additional services, Mr. Hand stated. 
To overcome this drawback, he sug- 
gested, banks in the Sixties will give 
more attention to reaching the customer 
with point of sale displays and sales 
material provided by the teller at the 
drive-in window. It was further noted 
that as drive-in banking increases, it 
becomes increasingly important for the 
bank officer to do the very best sales 
job at the time the customer is face to 
face with him opening the account. 
“The alert banks will undoubtedly be 
spending more and more time in the 
future in improving the sales abilities 
of these platform people,” Mr. Hand 
pointed out. 

Traditional banking hours from nine 
to three are in for sharp review during 
the coming years, Mr. Hand also con- 
tended, and there will be more effort to 
meet customer convenience. More and 
more banks will develop concrete sales 
plans based on shopping surveys and 
other analyses of local markets, plus 
honest appraisals of staff ability to 
provide the services desired. 

Personnel outlook. And speaking of 
staff, what about the bank personnel 
problems of tomorrow? Albert J. Hood, 
vice-president, Mellon National Bank, 
Pittsburgh, pointed out that any long- 
range planning must include programs 












sees big opportunities, strong competition, ahead for banks 


for the development of a competent staff 
capable of fulfilling marketing and oper- 
ational objectives in the 1960’s. 

To get its share of the expanding 
financial market, banking will need to 
attract aggressive men who can get 
out and sell, Mr. Hood warned. How- 
ever, he also said that this is likely to 
intensify an internal problem that has 
plagued banks in the past. “For years, 
business development and loans have 
been the glamor spots in banks,” he de- 
clared. “These departments were per- 
mitted to skim off the cream of the 
crop of new men and the other areas— 
personnel, branch office management, 
operations—got what was left over. As 
a consequence, business development 
jobs have come to be the best paying 
ones, and banks have been getting just 
about what they’ve been paying for in 
the other areas.” The solution, in Mr. 
Hood’s opinion, is not merely to pay 
more for the other jobs, but to place 
more capable men in these jobs and 
pay them what they are worth. 

On the widely held belief that auto- 
mation in banking may decrease person- 
nel requirements, Mr. Hood noted that 
electronic check handling will affect 
only about 10 percent of total payroll. 
He contended that automation will not 
be as big a staff factor as many people 
think, and that banks will need more 
personnel in the coming decade rather 
than less. 

The electronic era. A more detailed 
report on the potential import of auto- 
mation in banking was sketched by 
W. P. Livingston, vice-president and 
head of the methods research depart- 
ment, Bankers Trust Company, New 
York. He flatly stated: “In the next 10 
years there’ll be greater changes in the 
way a bank does its work than in all 
previous years of banking operations.” 

Electronic data processing has speed, 
flexibility, accuracy and control far in 
excess of other methods, Mr. Livingston 
said, and he added: “We used to dream 
about such a system. It is now a reality. 
To achieve this reality we must be com- 
pletely scientific in our approach. This 
calls for a survey of our operations and 
a projection of where we expect to be 
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Col.S 
Collection Service 


BPA 
Bond Portfolio Analysis 


Cl 
Credit Information 


IB 
International Banking 


cus 
Custodian Service 


CAS 
Corporate Agency Service 


Symbol for complete 
correspondent banking’ services 


This is a symbol for some of the ele- 
ments which compose a well-balanced 
correspondent banking service. How 
these elements are applied to your re- 
quirements is a matter of technique. 
Here is where Bankers Trust can bring 
to your transactions the special knowl- 
edge and experience that produce suc- 
cessful, profitable results for you. 


BANKERS TRUST COMPANY 


If a New York bank with world-wide 
connections can further your interests, 
why not do as hundreds of banks do: 
let us apply our expert facilities to your 
individual needs. 


Ask for complete information. Better 
still, let us demonstrate in practical 
terms how a bank’s best 
friend can be another bank. 
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MUTUAL FUND SHARES 


UNITED ACCUMULATIVE FUND 


A Mutual Fund investing in 
a diversified list of more 
than 100 common stocks se- 
lected for possible apprecia- 
tion and income. 


UNITED CONTINENTAL FUND 


A Mutual Fund investing 
for growth possibilities in 
securities of companies 
which search for and pro- 
duce basic raw materials 
from natural resources, 


UNITED INCOME FUND 


A Mutual Fund seeking cur- 
rent income through invest- 
ments in more than 100 
American corporations, 


UNITED SCIENCE FUND 


A Mutual Fund investing 
for long-term growth possi- 
bilities in securities of com- 
panies, whose growth is 
based substantially upon 
scientific research. 


Waddell & 


Reed, Inc. 


Principal Underwriters 


For Prospectus and de- 
scriptive literature, with- 
out obligation, fill in and 
return this advertisement. 


Waddell & Reed, Inc. 


20 West 9th Street 
Kansas City 5, Mo. 


C) United Accumulative Fund 
C] United Continental Fund 
() United Income Fund 

[] United Science Fund 
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From left: William C. Cann, chief architect for Bank Building & Equipment 
Corp., shows model of planned-for-the-future bank to E. T. Hetzler, FPRA 
president, John Anderson, third vice-president, and John Chapman, treasurer 


How to plan now to avoid future rapid quarters obsolescence 


five and ten years from now. It calls 
for a feasibility study of those opera- 
tions which seem to lend themselves to 
automation. Then we must choose the 
first operation to be converted and chart 
the flow of work. We must select the 
electronic data processing equipment 


| and instruct it, by careful programming, 


to do the job the way we want it done. 
We must train a staff to instruct and 
operate it, and a conversion staff to 
transfer work to the new system... 
These are tremendously important steps. 


| They form the greatest challenge bank 


operating groups have faced, and per- 
haps will ever face.” 

Specific example. To illustrate, Mr. 
Livingston traced the automation plan- 
ning program at Bankers Trust, as fol- 
lows: “It started in the fall of 1957, 


|and set its first date one year later. 


These first requirements have already 
been met: to complete a system design 


| and look for machines to do the job. 


“The schedule for this year requires 
us to choose and then order machines, 
train a staff to program and operate 
them, refine the system, print account 
numbers on checks in common language 
magnetic ink, train supervisors in the 
new system, and test programs for the 
computer. 

“Next year we’ll write job training 
manuals, design forms, and do more 
training of personnel. We'll finally in- 


| stall new equipment and test it. 


“In 1961 we expect to start a pilot 
operation of checking accounts and after 
final refinements, move rapidly into con- 
version of all accounts.” (For a report 
on similar plans of other large banks, 


| see the article starting on page 35). 


The automated bank of the future will 
be a more tightly coordinated organiza- 
tion than ever before, Mr. Livingston 
predicted. Operating heads, formerly 








considered “boys in the back room,” 
will be required to be scientific man- 
agers. They’ll be expected to use all 
the staff departments intelligently: 
audit, controllers, methods, personnel, 
and public relations. They must be able 
to discuss bank work with friends and 
customers from a management point of 
view. Planning ahead in this field will 
require that public relations, advertising 
and new business meet on common 
ground with methods and operations. 

Planning for expansion. In view of 
the anticipated substantial increase in 
business during the decade ahead, how 
can a bank plan new quarters so that 
they will not rapidly be outgrown? This 
was the practical problem covered by 
William C. Cann, vice-president and 
chief architect, Bank Building & Equip- 
ment Corporation of America, St. 
Louis, Missouri. 

To illustrate how functional planning 
can provide expansion adaptability, Mr. 
Cann presented a hypothetical example 
of an $18,000,000 bank with a layout 
that permitted two relatively economi- 
cal enlargements over the years, dur- 
ing which time the bank developed into 
a $40,000,000 institution. The speaker 
accompanied his talk with floor plans 
and exterior sketches depicting specific 
changes made. 

To begin with, the original plan pro- 
vided for a 25 per cent increase in win- 
dow volume, or up to $23,000,000 bank 
totals, before the initial layout would 
hit a “saturation point.” It was esti- 
mated that this contingency would not 
be reached for some 7 years, or roughly 
until 1966. 

Then Mr. Cann traced the few simple 
internal revisions that could readily be 
made to accommodate up to a 30 per 
cent activity increase, or a $30,000,000 
bank, which should suffice for another 
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How do you fold ; 


One gentleman in Boonville, Missouri, had this comment: 


. ‘‘Thank you so much for the efficient way in which a 
A fractional interest in a share of the Capital Stock of The 
. Texas Company* was handled. Particularly for the way 
mi the certificate was folded—exactly, and so neat! 

i ‘It is, perhaps, a little thing to write about, but to me 
e it was a ‘big’ courtesy—that told me more about your 
ss organization than any amount of advertising could do. 
is ‘‘T wish the person responsible could know how much 
. good will was tied up in that little package of courtesy.” 


*The Hanover Bank acted as agent for 
1g the stockholders in the purchase and sale 
of fractional interest certificates issued 
in connection with a Texas Company 
stock dividend. 
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8 years or around 1974. The changes 
involved such moves, for example, as a 
shifting of the new accounts area and 
installation of additional windows in 
the space vacated. 

Second enlargement. It was estimated 
that by 1974, major structural work 
would be needed in the form of a second- 
story addition, but this was planned for 
in the original construction so it would 
not be prohibitive cost-wise. The con- 
sumer credit and bookkeeping depart- 
ments were moved upstairs, in enlarged 
space. New drive-up facilities were pro- 
vided, and the various changes now pro- 
vided a total of 24 windows in service, 
plus the necessary operational areas 
to support the activity, so the bank 
could accommodate another 36 per cent 
of growth spanning an estimated 10 
more years. 

Mr. Cann explained that the layout’s 
progression could have been developed 
along several different lines. The im- 
portant point to be emphasized, for 
banks planning premises in the 60’s, 
is that the initial plan should contain 
two prime factors of a functional ap- 
proach—space and flexibility. 

Advertising projection. The impor- 
tance of planning bank advertising well 
into the future, rather than on a day- 
to-day basis, was stressed by Richard 
Stebbins, president, Richard Stebbins & 
Associates, Inc., Minneapolis financial 
advertising and public relations firm. 
Based on his extensive experience he 
contended that in the average bank the 


scheduling of advertising, the choosing 
of media, the allocating of funds for 
services being promoted, and the deter- 
mining of budgets is all being done on a 
catch-as-catch-can basis. 

For a start, Mr. Stebbins reconf- 
mended a limited budget and advertising 
program projection, as follows: “For 
periods up to 12 months in advance give 
study to the anticipated growth, the 
sales needs of each of the bank’s serv- 
ices. As a yardstick for the measure- 
ment of this growth, chart your last 10 
year growth record for all departments. 
Compare this growth with the trends 
that took place in your community. If 
you can, show what you did in advertis- 
ing or through other forms of promotion 
to bring about these past developments. 

“At this point add in the desires, the 
ambitions that you have for your bank 
for the coming year. If your objectives 
exceed the growth that you have 
charted, try to determine what more 
you must do to bring your growth up 
to the level of your aspirations .. . 
Cover the next 12 months at least.” 

Market study advised. Mr. Stebbins 
suggested supplementing such a pro- 
jection with a local research study to 
uncover facts about the bank’s market, 
how to keep and expand present busi- 
ness, and to attract non-customers. The 
secret to promotional success, he said, 
is to key plans to objectives, to seek to 
achieve something. This leads to far 
superior results than can be attained by 
such alternatives as doing nothing to 
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plan for the future, doing what you did 
last year, deciding from day to day 
what to do next, simply following com- 
petition, or following the direction of 
personal likes or dislikes. 

A supplemental “Report on Bank Ad- 
vertising Practices and Future Trends,” 
prepared by Mr. Stebbins, tells how 
commercial banks currently spend their 
advertising appropriations. Based on the 
responses of 521 banks, the study di- 
vides the participating institutions into 
nine groups according to deposit size. 
Average expenditures in various adver- 
tising media and for various bank serv- 
ices are shown for each group. Expendi- 
tures for 1958 are compared with those 
for 1957, and with estimated figures for 
1959. The report indicates that for the 
past couple of years there has been a 
leveling off in total advertising outlays 
of FPRA member banks, after steady 
increases since 1949. Copies of the re- 
port are available at $1 each, from 
FPRA headquarters, 231 S. La Salle 
Street, Chicago 4, Illinois. 

TV possibilities. Greater future use of 
television by banks was foreseen by 
Robert E. Buchanan, vice-president, 
J. Walter Thompson Company, New 
York, provided they can find ways of 
lowering their costs and increasing the 
effectiveness of their video advertising. 

One problem confronting banks as 
local advertisers is competition with 
expensive network shows during the 
choice time periods. A _ solution ad- 
vanced by Mr. Buchanan would be for 
local advertisers to purchase syndicated 
programs on a pooled national basis, 
sharing the costs. The same type of 
arrangement could be developed to pro- 
duce syndicated commercials of national 
quality at a central source, for partici- 
pating local advertisers, with part of the 
message selling a service common to all 
banks, and the remainder concentrating 
on the individual bank’s specific sales 
pitch and identification. 

“Automation and a mobile population 
will tend to decrease the ‘personal’ fac- 
tor within the bank,” Mr. Buchanan 
said. “Something must not only replace 
it, but improve it. Television can do this. 
It gives banking the opportunity to 
demonstrate all of its services, and its 
benefits to its potential customers in the 
comfort of their homes. You can actually 
show viewers how they can acquire the 
things they want and protect the things 
they own. But most important, television 
can create a distinct personality for the 
bank and banking. Properly planned and 
carried out, it can be a personality that 
will win for banking the goals it seeks.” 

Opportunity, competition. Summing 
up, it appeared to be the consensus of 
the FPRA researchers that the oppor- 
tunities are great for banks to increase 
their business by underwriting the ex- 
plosive growth of the 60’s. But there will 
be plenty of competition, and it will take 
intelligent planning as well as effort for 
banking to capitalize fully on the glit- 
tering prospects ahead. 

Chairman of the FPRA research 
committee who presided at its probe 
of the future was George M. Wasem, 
vice-president, Commercial National 
Bank, Peoria, Illinois. Assisting him 
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was Vice-Chairman F. J. Blake, vice- 
president, Central National Bank of 
Cleveland. The committee operates 
under the general direction of the 
FPRA first vice-president, Reed Sass, 
vice-president, Fort Worth National 
Bank, Fort Worth, Texas. 
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Bank Leans for Gifts 


U.S. Steel Corporation is promoting 
bank loans in its “Giftime” Newspaper 
Service, a series of ads and stories sug- 
gesting gifts for Mother’s Day, Wed- 
dings, Graduations, and Father’s Day. 
The material has been sent to all daily 
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BANK NAME 


Tie-in with U.S. Steel campaign 


papers and 2,500 top weeklies, as an 
assist to develop special sections on ad 
pages. 

One 3-column ad in the series is de- 
signed for bank sponsorship, and is 
headlined, “Whatever your gift problem, 
we can help solve it with a low-cost 
bank loan.” An idea of the opportunities 
for bank loans can be gleaned from the 
estimate by the American Newspaper 
Publishers Association that the four 
gift occasions featured in the promotion 
have a potential retail sales value of 
more than $1.6 billion. 


° ad ° 


Foreign Exchange Booklet 


In an effort to fill the gap in informa- 
tion available on foreign exchange, the 
Federal Reserve Bank of New York has 
published a new booklet entitled, The 
New York Foreign Exchange Market. 
Written by Alan R. Holmes, manager 
of the bank’s Research Department, the 
booklet describes the market as it exists 
and operates today. 

In the foreword, Alfred Hayes, bank 
president, notes that the publication 
is particularly timely in view of the 
European move to convertibility at the 
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end of 1958. He points out that the move 
has broadened the scope of foreign 
exchange activity, making it increas- 
ingly important for Americans to have 
a better understanding of the market. 

Copies of the booklet are available 
from the Publications Division, Federal 
Reserve Bank of New York, New York 
45, New York, at 50 cents each. Bulk 
requests from educational institutions 
will be filled at 25 cents per copy. 
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World Trip Impressions 
of a U.S. Banker 


William T. (Bill) Carey, veteran head 
of the foreign department of the Girard 
Trust Corn Exchange Bank, was being 
interviewed by a Burroughs Clearing 
House reporter following a trip around 
the world. 

“You ask me,” said Bill, “what were 
some of the outstanding impressions I 
got. Well, probably one of the outstand- 
ing ones was how backward so much of 
the world is compared with us. I don’t 
mean that in any disparaging sense— 
just the enormous number of things 
other peoples will have to get to raise 
their living standards and the tre- 
mendous transformations they must 
have in their way of life before they 
can get even a portion of the things we 
consider commonplace.” 

Two month trip. Bill Carey went to 
New Zealand and Australia, thence to 


Singapore and Bangkok, to India and 
then to Italy, France and England; a 
two months journey. He talked as he 
went and got so much information that 
now, back in Philadelphia, he didn’t 
know how to begin to tell it all. After 
some reflection, he continued: 

“I suppose there are varying yard- 
sticks to measure what other people 
have to do before they come up to what 
we are accustomed to. You might 
measure it in terms of the number of 
baths in proportion to rooms in hotels 
or the ancient type of plumbing in the 
bathrooms. Or by the number of people 
who sleep on sidewalks at night because 
they have no other place to go—in some 
of the poorer countries. Or by the in- 
come of a man in one country to whom 
I talked who worked 15 hours for the 
equivalent of $1.65. Or by the number 
of people who lined up before a store 
window to see that marvel of marvels, a 
TV. Or by the new highways in some 
countries, which they consider the last 
word in modernity, but which we would 
call secondary roads. You might reflect 
that lots of people eat rice not because 
they love it but because they can’t afford 
meat.” 

Import obstacles. Speaking of high- 
ways and other developments in under- 
developed countries, the Burroughs 
Clearing House reporter asked: “Do 
they realize how much comes from 
American taxpayers ?” 

“I wondered about that too,” replied 
Bill. “In most places I think they do. In 
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Mr. Carey, left, reviews world tour 
with Vice-President Jan Wieckowski 
in Girard Trust’s Foreign Division 


Cites need for development 


some places the authorities make it 
known, and no doubt our placards on the 
goods help to advertise the source. In 
some countries, Thailand, for example, 
they are outspokenly appreciative. 

“Nearly everywhere I have been there 
is a desire to obtain our goods. There are 
the obstacles of shortages of dollar ex- 
change and the relatively high price in 
terms of the incomes of the people who 
would like to buy them. And there is the 
problem of competition from other na- 
tions—the Japanese for example—who 
can make good merchandise at lower 
prices. 

“In a dollar-short country the im- 
porter who wants to bring in and sell 
some American goods will be told to go 
to such and such home manufacturer 
and inquire whether he cannot make the 
same goods; the manufacturer will 
usually say yes, but he will have to tool 
up and take so many months to get 
going. Not being able to get dollars 
to spend for something that can be made 
at home, but isn’t, the importer and 
potential customer wait and wait; pent 
up demand remains unsatisfied. 

“To start production of many goods 
with equipment obtainable only abroad 
puts an initial drain on dollar and other 
foreign currency reserves—a character- 
istic trouble of many countries that try 
to industrialize too fast.” 

Industrial competition. The Bur- 
roughs reporter wondered out loud 
whether it was such a good idea to help 
so many foreign countries industrialize 
and thereby eventually take export 
markets away from the United States. 
Bill Carey said you could look at it that 
way, but he didn’t agree. 

“Industrialization tends to give more 
employment and raise living standards; 
if you look around and see all the things 
those people want to buy you realize 
that it will be a long time before they 
can produce even a fraction of their 
wants: they'll still have to import.” 

Coming back to his outstanding im- 
pressions, Bill Carey said that every- 
where he found a thirst for information 
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about the United States and how Amer- 
icans did things; how conditions were in 
the United States—a matter other peo- 
ples consider vitally important to their 
own markets and home welfare. 

Two alternatives. As to how this* 
country, with its high wage scales and 
prices, could continue to meet competi- 
tion in foreign markets, Bill Carey 
smiled and admitted he didn’t have the 
answer. Somebody has said, he re- 
marked, that there are two escape 
hatches for the American manufacturer: 
one is to stay at home and rely on more 
automation, the other is to move abroad 
and produce more cheaply overseas. 
Both hatches are being used, often with 
remarkable success. 

How about wider convertibility of 
currencies? Great thing, says Bill 
Carey, but it means little to the man in 
the street in most countries, though it’s 
good for them and for us. But a lot 
of currencies are still unconvertible, or 
only partly so, and there’s a big further 
business building up for those who can 


think of indirect ways of exchanging 
the non-convertible for the convertible. 


4 4 ° 


Motor Carrier Financing 


The field of motor carrier financing 
has been explored in a recent paper pre- 
pared by Irving Seaman, Jr., vice-presi- 
dent of the Continental Illinois Bank 
and Trust Company, Chicago. Entitled, 
“Bank and Motor Carrier—A Growing 
Friendship”, the study discusses finan- 
cial statements of the trucking firms and 
suggests yardsticks that bankers can 
use to determine the business condition 
of a particular firm. 

The booklet further lists 11 areas of 
bank service to the motor carrier in- 
dustry. Copies of the study are avail- 
able either from the American Truck- 
ing Association, Inc., 1424 Sixteenth 
Street, N.W., Washington 6, D.C., or 
from the Continental bank, Chicago 90, 
Illinois. 








Perspective of Loan Operations 
By Arthur J. Linn 
Vice-President, The National Bank of Washington, Washington, D.C. 








A thorough knowledge of the composi- 
tion of the note case, as regards differ- 
ent risk categories, is vital to the credit 
management of any bank. The daily 
statement of condition, or some record 
subsidiary thereto, should show daily 
the various amounts at risk, classified 
as to Collateral Loans, Unsecured 
Loans, Auto Loans and the like. The 
sole purpose of the chart illustrated 
is to set out the same information in a 
permanent and graphic form over an 
extended period of time. Expansion or 
contraction of the several risk elements 
shows up immediately. 

The importance of this data to man- 
agement is indicated by Schedule A— 
“Loans and Discounts” on the national 
bank report of condition form No. 
2130A. This article does not suggest 
the continuous maintenance of any such 
detailed breakdown of the loan port- 
folio in the general books of the bank. 
It appears that Schedule A goes too 
far to be of practical use to manage- 
ment and such a detailed breakdown 
might obscure the over-all objective of 
risk classification. 

The significant categories should first 
be determined. Possibly the general 
ledger is already set up to show them. 
Treating the entire gross loan portfolio 
as 100 per cent, it is then a simple mat- 
ter to reduce these categories to a per- 
centage of the whole and record them 
on a suitable chart form. The result, as 
shown, is a long term historical per- 
spective of loan operations. 

Totals from the general ledger, pro- 
vided loans are properly classified there- 
in, may be taken off at month end, or 
weekly, if desired. Intervals shorter 
than once a week would hardly be de- 
sirable. We have the details in the 








Aid to credit management 


daily statement. What we are looking 
for is the broad picture, and the quick 
and easy way to get it in constant form 
is by way of a graphic chart. 

Although this illustration suggests 
the city sky line during intermittent 
thunder showers, the purpose of the 
cross hatched lines is to indicate the 
areas which, in practice, are best shown 
by the judicious use of colored pencils. 

The data charted are picked out of 
thin air, so to speak, and the illustra- 
tion does not represent the loan situa- 
tion of any one bank or any group of 
banks. 

Editor’s note: This is the sixth of a 
series of eight short articles on the use 
of charts in bank management. Next 
month Mr. Linn will write on the rela- 
tionship of capital funds to total lia- 
bilities. 
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AMERICAN TRUST COMPANY 


San Francisco 


Statement of Condition, March 31, 1959 
LIABILITIES 


RESOURCES 


Cash on Hand and in Banks 
U. S. Government Obligations 


$ 276,215,509.76 
447,064,217.79 


Deposits 


$1,628,302,699.80 








Acceptances Outstanding 1,614,151.76 
State, County and : 
Municipal Bonds 93,462, 186.95 Reserve for Unearned Discount 15,745,937.34 
mes 4 ver “eee 23,186,242.55 Reserve for Interest, Taxes, etc. 15,852,271.30 
tock in Federal Reserve 3,000,000.00 es aae 
Loans and Discounts 907,401,697.85 egy Liabilities 3,440,282.01 
Bank Premises and Equipment 16,888,84 1.67 Capital Funds: 
Other Real Estate 1.00 Capital Stock 
peso: vege Liability ($10.00 par value) $27,812,500.00 
under Acceptances 1,548,257.27 
Accrued Interest Receivable Surphes hay aca aatd 
and other Assets 14,633,037.60 Undivided Profits 18,444,650.23 118,444,650.23 
Total Resources $1,783,399,992.44 Total Liabilities $1,783,399,992.44 


United States Government and other securities carried at $252,305,333.51 are pledged to secure U. S. Government 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 


FRAZER A, BAILEY 
San Francisco 
WAKEFIELD BAKER 
President, Baker & Hamilton 
KENNETH K. BECHTEL 
Chairman of the Board 
Industrial Indemnity Company 
COLBERT COLDWELL 
Coldwell, Banker & Company 
PETER COOK, JR. 
Rio Vista 
RANSOM M. COOK 
Senior Vice President 
PAUL L. DAVIES 
Chairman of the Board, Food 
Machinery and Chemical Corporation 
CHARLES ELSEY 
San Francisco 
B. R. FUNSTEN 
President, B. R. Funsten & Co. 


DIRECTORS 


HENRY Q. HAWES 
San Francisco 
WILLIAM L. KEADY 
President, Fibreboard Paper 
Products Corporation 
HARRIS C. KIRK 
President 
J. R. KNOWLAND 
Publisher, Oakland Tribune 
DANIEL E. KOSHLAND 
Chairman of the Executive Committee 
Levi Strauss & Company 
ROGER D. LAPHAM 
San Francisco 
JAMES K. LOCHEAD 
Piedmont 
DONALD MACLEAN 
President, California and Hawaiian 
Sugar Refining Corporation 


J. W. MAILLIARD, III 
Vice President 
Mailliard & Schmiedell 
DONALD H. McLAUGHLIN 
President, H take Mining 
Company 
ROBERT W. MILLER 
Chairman of the Board 
Pacific Lighting Corporation 
GEORGE G. MONTGOMERY 
President, Kern County 
Land Company 
HERMAN PHLEGER 
Brobeck, Phleger & Harrison, 
Attorneys 
ALLAN SPROUL 
Kentfield 
MARK R. SULLIVAN 
President, The Pacific Telephone 
and Telegraph Company 
BEN F. WOOLNER 
Attorney 





100 BANKING OFFICES SERVING NORTHERN CALIFORNIA 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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STATEMENT OF CONDITION ¢ 
RESOURCES 


Society NATIONAL BANK 


OF 


Cash on Hand and Due from Banks. . 
United States Government Obligations 


Other Bonds and Securities 
Loans and Discounts . . . 
Banking Premises. . ... 
Other Real Estate Owned . 

Interest Accrued and Other 


Total. 


Capital Stock ...... 
a ae a a 
Undivided Profits .... 


. . . ° . 
o a e ° o 
. 2 . i 7 


Adobe 


LIABILITIES 


Reserve for Taxes, Expenses and Interest on Deposits 
Deferred Credits and Other Liabilities . . 


eae ee ee 
Total 


CLEVELAND 


MARCH 31, 1959 


$ 38,607,609.42 
95,618,951.75 
49 248,323.95 
209,856 ,873.02 
5,149,043.41 
8,866.04 
2,622,392.60 


$401,112,060.19 





$ 12,000,000.00 
18,000,000.00 
1,551,647.83 
3,284,189.39 
2,351,226.71 
363,924,996.26 


$401,112,060.19 





United States Government Obligations carried at $10,615,000.00 
are pledged to secure Public Deposits as required or permitted by law. 


Member Federal Deposit Insurance Corporation 
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WARREN BICKNELL, JR. 

President 

The Cleveland Construction Co. 
ROBERT F. BLACK 

Chairman of the Board 

The White Motor Company 
CHARLES B. BOLTON 

President, Payne-Bingham Co. 
T. J. CONWAY 

President 

The Fisher Brothers Company 
THOMAS COUGHLIN 

Director 

The Murray Ohio Mfg. Company 
ERNEST C. DEMPSEY 

a egy 

Squire, Sanders & Dempsey 
WILLIAM H. FLETCHER 

Retired 


DIRECTORS 


MERVIN B. FRANCE 

President 
WILLIAM HARVEY KYLE 

Executive Vice President 
FRANK C. LEWMAN 

Director 

The Richman Brothers Company 
ABE M. LUNTZ 

President & Treasurer 

The Luntz Iron & Steel Company 
JAMES L. MYERS 

Chairman of the Board 

Clevite Corporation 
LAURENCE H. NORTON 

Director 

Oglebay Norton Company 
HUGH M. O’NEILL 

President 

Anchor Motor Freight, Inc. 


DRAKE T. PERRY 
Consultant 
The Harshaw Chemical Company 


RALPH S. SCHMITT 
Vice President & Secretar 
The Cleveland Twist Dril 

Company 

VERNON STOUFFER 
President 
The Stouffer Corporation 


CLARENCE M. TAYLOR 

President 

The Harris Calorific Company 
JOHN S. WILBUR 

Vice President 

The Cleveland-Cliffs Iron Company 
ARTHUR P. WILLIAMSON 

Chairman of the Board 





J 





14 


Burroughs Clearing House 








use 











BANKING NEWS 








Revolving Credit Boom 


Revolving check credit plans, cur- 
rently the hottest topic among instal- 
ment credit men, are continuing to gain 
momentum across the country. Bank 
after bank is setting up a plan whereby 
the customer writes a check against a 
predetermined amount of credit and 
rebuilds the line as he repays the 
amounts drawn. The increasing pop- 
ularity of these plans is due to two 
reasons. First, banks are becoming 
more aware of the profit to be realized 
from revolving credit. Second, they are 
joining the rush in order to meet com- 
petition either from similar plans in 
their areas or from charge account 
programs. 

Names for the plans are almost as 
numerous as the plans themselves. 
Charge-A-Loan; Check-A-Loan; Check 
Credit; Ready-Credit; Steady-Credit; 
Sure-Credit; Custom-Credit; Manu- 
Matic; Instant Money; Pay-Away 
Check-Credit—you name it and chances 
are some bank is already using the 
name. 

Various banks have introduced indi- 
vidual refinements which suit the plan 
to their own particular needs and meet 
what in some cases are local legal re- 
quirements. For example, most plans 
call for a service charge of 25 cents 
for each check written and interest of 
one per cent a month on unpaid loan 
balances. 

Not allowed. However, in some states 
a 25-cent check charge is not allowed. 
Where such a situation exists, some 
banks have modified their programs 
either by raising the amount of interest 
charged or by requiring the customer 
to notify the bank how much money he 


needs and then issuing a check in the 
customer’s name. 

The Detroit Bank and Trust Com- 
pany, Detroit, Michigan, requires its 
Charge-A-Loan customers to send in a 
deposit request when they wish to 
secure a loan. Once the request is 
received, the bank puts the money in the 
customer’s checking account and inter- 
est starts to run on the loan. 

The size of loan repayments has gen- 
erally been set at 1/12th of the original 
line of credit granted. It is believed 
that this figure was reached because 
banks were not sure how successful the 
plan would be and set the repayment 
rate relatively high. But in some cases, 
the rate has been reduced to 1/20th of 
the original line of credit and even 
down to 1/24th. 

Amount varies. Likewise, the amount 
of credit available varies from one bank 
to another. Many banks, after taking a 
second look at their programs, have 
raised their maximum lending limits. 
The First National City Bank of New 
York City, for example, recently raised 
the maximum of its Ready-Credit plan 
from $3,000 to $5,000. According to the 
bank, the action was taken because of 
the excellent results obtained since the 
plan was introduced last February. As 
of this writing, the bank has approved 
24,100 credit lines for a total of more 
than $10.8 million. 

One of the advantages of a check 
credit plan is that more than one bank 
in a given area can offer it to the public. 
This is not the case with charge account 
programs where there is really room 
for only one bank in all but the largest 
cities of the country. However, there 
are some banks that offer both plans 


for added convenience to customers. 

A good example of this is the Trenton 
(New Jersey) Trust Company. This 
bank has a Quick-Charge plan that in- 
volves the cooperation of local mer- 
chants in the community. The customer 
is given a charge card and charges pur- 
chases at local member-merchant stores. 
At the end of the month he receives one 
bill for all the purchases that have been 
charged . 

Special concept. In addition, the Trust 
Company also has a special Readi-Credit 
concept of its Quick-Charge plan which 
enables the customer to come into the 
bank and “purchase” money in one lump 
sum or to get a check book and draw 
cash against a given amount. 

At this point, it is too early to 
evaluate the results of either plan at 
the bank but it should be interesting to 
watch which plan proves best from the 
standpoint of goodwill, profit, delin- 
quencies. etc. 

In the meantime, announcements con- 
tinue to pour in from banks. Among 
those that have recently joined the 
ranks are: Franklin National Bank of 
Long Island, New York; South Carolina 
National Bank, Greenville; American 
Commercial Bank, Charlotte, North 
Carolina; Seattle Trust and Savings 
Bank, Seattle, Washington; Security 
First National Bank, Los Angeles, 
California; Bankers Trust Company, 
New York City; Security Bank of 
Oregon, Portland; Seattle-First Na- 
tional Bank, Seattle, Washington; 
Zions First National Bank, Salt Lake 
City, Utah; Chemical Corn Exchange 
Bank, New York City; First National 
Bank of Poughkeepsie, New York; the 
Meadowbrook National Bank of Nassau 


Check credit plans mushroom as banks realize profit possibilities in new personal loans 
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County, West Hempstead, New York; 
and The Oneida National Bank and 
Trust Company, Utica, New York. 

Since 1955. The experience of the City 
National Bank and Trust Company, 
Kansas City, Missouri, which has had 
a plan in operation since June of 1955, 
may prove interesting to other banks 
that are presently considering making 
the move. 

Called “Borrow-By-Check”, City Na- 
tional’s plan is what might be consid- 
ered standard for the industry. Interest 
is charged at the rate of 1 per cent a 
month on outstanding balances; cus- 
tomers are required to repay 1/12th of 
the total line of credit per month once a 
loan has been made; and there is a 
charge of 25 cents for each check 
written. 

Since the plan has been in effect, the 
bank has approved approximately 3,500 
individual lines of credit for a total of 
$1,420,000, with the average line 
amounting to $400. Rejections are quite 
high because newspaper advertising 
brings in many unqualified applicants. 
The bank’s credit standards are also 
quite high, but are not considered out 
of line for the continuous type of credit 
that is extended. To qualify, an appli- 
cant’s credit rating normally must be 
somewhat higher than that required for 
an unsecured personal loan. 

Steady increase. For the first six 
months of operation, the bank had out- 
standing credit in use totaling $275,000 
which was 55 per cent of the total 


Simple applications invite customers to join revolving plans 


extended at that time. At the end of 
1956, $479,183 was in use. By the end 
of 1957, the amount outstanding had 
reached $553,768 and it reached $601,- 
000 on December 31, 1958. Currently, 
the amount stands at a little more 
than $750,000. 

Gross income from the plan during 
the first six months of operation totalled 


$9,072, with expenses of $29,327, for a 
net loss of $20,254. During 1956, the 
bank made approximately $21,000 after 
all expenses. Thus, it can be seen that 
the bank broke even after 18 months of 
operation. Currently, the bank is net- 
ting some 7 per cent on money invested 
after all expenses, but before taxes. 

All records are set up on Addresso- 
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graph plates with each plate showing 
name and address, as well as the due 
date, account number, maximum ap- 
proved credit line, and minimum 
monthly payment. All accounts are 
divided into six cycles: 2nd, 7th, 12th, 
17th, 22nd, and 27th, depending on the 
payment date specified by the cus- 
tomer. 

Specified date. Monthly mailing dates 
are set up for each cycle and state- 
ments are mailed to all accounts on 
the specified dates. Each cycle control 
is posted 10 days ahead of the due date. 
As a part of the bookkeeping, the in- 
dividual ledgers of each customer are 
posted with a summary of the activity 
for the month, and the entire control 
proved and balanced. These ledgers are 
printed and spaced so that the bank 
has room for two years activity on each 
side. Thus, one ledger will hold a four- 
year record. 

Accounts are filed alphabetically 
within each of the six cycles. Each ac- 
count consists of a pocket formed by 
the history ledger in back and the sig- 
nature card in front. Each day the new 
checks written by these customers are 
sorted, separated into the six controls, 


totaled, microfilmed, sight-posted to the | 


individual accounts, and the check is 
placed in the proper pocket. 

Payment slips are similarly proc- 
essed and filed. The total of each day’s 
entries are posted to the six controls. 
In sight-posting the new checks, signa- 
tures are compared and it is also 
ascertained that the new advance will 
not over pay the account. 

Check returned. In case the customer 
has written a check that will cause his 
balance to exceed his credit line, the 
check is returned with the explanation 
“refer to maker.” However, this sel- 
dom happens, and when it does the 
bank usually notifies the customer and 
gets the matter adjusted without having 
to return the check. The bank has 
adopted a policy of paying over small 
amounts if they do not cause the bal- 
ance to run more than 10 per cent over 
the maximum line of credit. In all cases, 
however, the customer is warned to stay 
within his credit limits in the future. 

Delinquency follow-up begins with a 
first notice on the 7th day after the 
due date, and a second notice on the 
14th day. The customer is billed again 
on the 20th day. This time, a notice is 
stamped on the statement which in- 
forms the customer that the bank will 
not honor any more of his checks until 
the past due amount is paid. This 
notice usually brings in both the past 
due payment and the one due for the 
following month. If the customer be- 
comes delinquent again, the bank either 
closes the account or has the customer 
stop in so that suitable arrangements 
can be worked out. 

One of the problems under the plan 
is devising a system for automatically 
reapproving and revising the credit 
files. Actually, the bank is continuously 
revising the files on the basis of per- 
formance, or paying record. In addi- 
tion, it has a reciprocal agreement with 
the local credit bureau by which it re- 
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4 more ways to cut 
costs at your bank 





Only“Thermo-Fax’ Copying Machines do so many 
Jobs...so quickly, so easily, for such low cost ! 






AUDITING work cards. No slow-down while 
journals, blotters, are audited in the teller’s 

th. Error-free copies are checked elsewhere 
. . - Show only figures for easier proofing. 


BANK REFERRALS. Copy referrals to banks, 

attorneys, other offices. Everyone involved 

gets an error-free, completely dry copy when 
ou use an all-electric ‘““Thermo-Fax’’ Copy- 
g Machine! Call your local dealer. 





MONTHLY REPORTS. Copy a 12-page report 
in 60 seconds with a ‘“Thermo-Fax”’ Copying 
Machine! Four second speed makes full facts 
available almost instantly. No typing delays! 





CORRESPONDENCE with branchoffice. Make 
dry copies of letters and bulletins for circula- 
tion in just four seconds. Keep original on 
file! No extra typing duty for home office staff! 
Mail coupon for full facts. 
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ceives all new credit reports on Borrow- 
By-Check customers. 

Best media. City National considers 
direct mail the best media for adver- 
tising its program, with newspapers 
second in line. Regardless of what is 
used, the bank says, it is very expensive. 
Advertising figures over a four-year 
period indicate that the cost per appli- 
eation is $5 and about $7.20 per ap- 
proved applicant. 

The bank considers the plan worth- 
while, not only because it nets a reason- 
able profit, but also because of collateral 
benefits. Approximately 60 per cent of 
the Borrow-By-Check accounts are new 
customers. At the time their accounts 
are opened, they are solicited for regu- 
lar checking accounts, and in addition, 
many rent safe deposit boxes, and open 
savings accounts. A_ considerable 
amount of automobile and home im- 
provement loans also come from these 
customers. 
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Bank Robberies Increase 


The alarming increase in bank rob- 
beries in the past year has prompted 
many banks throughout the country to 
tighten security measures in order to 
reduce the number of holdups. Accord- 
ing to the American Bankers Associa- 
tion, a record 308 robberies were com- 
mitted in fiscal 1958. This was a new 
high for the 25-year period since the 


Federal bank robbery statute became 
law in 1934. 

Not only has the number of robberies 
increased, but the style of the bandits 
has also changed in recent years. The 
well-known robbery gang so prominent* 
in the 1930’s has been replaced by the 
lone wolf, amateur type bandit who 
usually does not take more than a few 
thousand dollars. The attacks are com- 
ing from every conceivable source. 
Today’s bandit can be anyone from a 
sweet little old lady to an executive, or 
teen-ager. 

But despite the change in holdup 
styles, armed robbery losses for the 
American Bankers Association fiscal 
year ended August 31, 1958, totalled 
over $1.8 million. The modern bank rob- 
ber has threatened tellers with such 
things as bombs, hand grenades, and 
acid. He (or she) usually works incon- 
spicuously by handing the teller a note 
instructing him to turn over funds. The 
job is done so quickly and quietly that 
in many cases other people do not know 
what is happening. 

Two organizations. At least two state 
banker organizations have reminded 
their members of the importance of tak- 
ing countermeasures to thwart the ban- 
dits. 

The Virginia Bankers Association has 
issued a guide book for its members 
which outlines steps that can prevent 
bank robberies. The booklet points out 
that nine out of ten bank holdups are 
directed against undermanned and 
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Holdup statistics alarming 


poorly protected banks and that the 
professional robber will not try to at- 
tack a bank that appears to be ready 
for such emergencies. One of the best 
ways to be prepared is to look at your 
bank’s protective measures from the 
bandit’s point of view, the VBA booklet 
suggests. 

In the March 23 issue of the New 
York State Banker, the NYSBA lists a 
number of precautions which banks can 
take to thwart bandits. One simple in- 
expensive method is the use of “decoy 
money”. This type of currency can 
either be marked or unmarked as long 
as there is a record of bill numbers. 

Wide publicity. Such a procedure 
should be given as much publicity as 
possible because robbers have a deep- 
rooted fear of “hot” money. Since there 
would be no way of distinguishing be- 
tween unmarked money and decoy cur- 
rency, the bandit would more than 
likely avoid banks that adopt this sys- 
tem. 

Other countermeasures include silent 
alarm systems, and hidden motion pic- 
ture cameras. Law enforcement agents 
also have urged bankers to avoid rou- 
tine and set procedures in their security 
programs. Varying the procedure 
would make it difficult for prospective 
robbers to case a bank. 
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Teletype System Speeds 
Credit Applications 


The Fidelity Union Trust Company, 
Newark, New Jersey, has installed a 
teletype system in four of its offices to 
simplify and speed up the job of credit 
clearance on loan applications. The 
system is connected with the bank’s 
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Remember 
your “call home"? 





Sure you do. When you were a boy, and 
someone asked you to do something big— 
like camping out overnight—you “called 
home” to see if it was all right. Well, our 
correspondent bank officers don’t have to 
“call home.” They can make decisions on 
the spot. 








If you want answers to questions about a 
loan participation, pension plan study or any 
phase of banking operations, why not talk to 
a First Pennsylvania officer? He’s an experi- 
enced banker. He doesn’t make snap judg- 
ments; his decisions are sound—and he can 
make them on his own. 
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For this kind of service, just call LOcust 
8-1700. Or write our Main Office, 15th and 
Chestnut Streets, where, when you're in 
town, we'll be happy to see you. 


34 offices— The 


Serving more people more ways Fi rst ean n sylvan ia 
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Member Federal! Deposit Insurance Corporation Banking since 1782 
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Time Sales office and the Garden State 
Credit Bureau. 

Previously, all credit clearances were 
obtained by telephone, but the rising 
volume of personal loans made the sys- 
tem obsolete. Realizing that speed is 
essential in the highly competitive per- 
sonal loan business, the bank’s manage- 
ment decided to make a change which 
would insure fast service to customers. 

Under the new system, teletype 
machines at the Time Sales office oper- 
ate on direct circuits with the four 
branch offices. The operator types the 
credit application on her machine and 
the information is simultaneously re- 
ceived at Time Sales. In addition to 
being fast and accurate, the system 
automatically creates identical records 
at both offices. 

The information needed by the Gar- 
den State Credit Bureau can be sent 
at the same time as the regular credit 
application. By striking a signal key 
on the machine at appropriate parts of 
the regular credit form, the operator 
activates a wire that cuts a tape at the 
Time Sales office. The tape is then fed 
into another machine which relays the 
data to the credit bureau. 
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’ Unusual Fence 


A novel touch has been added to the 
construction fence installed by the 
Empire Savings Building and Loan 
Association while its Denver, Colorado, 
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Western 


quarters are being remodeled. The 
barricade has been patterned after the 
buildings that existed in a frontier 
town of ame old west. The fence is 
almost an exact replica and is complete 
with false front buildings which were 
well known on the frontier in the 1850’s. 

Construction of the fence was con- 
sidered appropriate since Colorado is 
celebrating its Rush to the Rockies 
Centennial this year. 
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Stenographic Manual 

A Stenographic Manual covering the 
fundamentals of the entire field of 
stenography has recently been pub- 
lished by the National Association of 
Bank Auditors and Comptrollers. The 








Your Gateway to U.S. Midwest Trade— 
and International Banking Cooperation 


MANUFACTURERS NATIONAL BANK offers overseas 
banks, along with U. S. banks, its international 
banking facilities. The staff is experienced in 
every phase of foreign banking and is ready to 
work with you at any time. 


International Banking Department 
Cable address: MANU BANK 


MANUFACTURERS NATIONAL BANK 


DETROIT, MICHIGAN 
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style barrier also marks Rocky Mountain centennial 


manual has been bound in loose leaf 
form so that individual banks will be 
able to tailor it to fit their own tradi- 
tions and policies. 

Beginning with elementary subjects, 
the book includes chapters on letter 
forms from dateline to closing. 

Extra copies of the manual are avail- 
able at $1 each to NABAC members 
and $2 each to non-members from the 
National Association of Bank Auditors 
and Comptrollers, 38 South Dearborn 
Street, Chicago, Illinois. 
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Alaska Branch Uses 
Air Conditioning System 


The newest drive-in branch in the 
nation’s 49th state has just been com- 
pleted by the National Bank of Alaska 
in Anchorage. The $280,000 structural 
steel building features an attractive 
use of steel joists and structural con- 
crete. The building has been designed 
so that additional floors:can be added 
as the need for expansion arises. Due 
to the problem of extreme sunlight, the 
window area of the building has been 
limited and maximum light is obtained 
through the use of a Kawneer window 
wall and aluminum panels. 

One of the most unusual features of 
the new building is the installation of 
a complete air conditioning and cooling 
system which can bring the temperature 
of the air down to 50 degrees. The 
system was not installed because of 
the hot weather in Alaska but to pro- 


Alaskan banking addition 
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tect the building against the effect of 
the.sun which throws glaring heat on 
summer afternoons and low angle rays 
in the winter which cannot be controlled 
by building overhangs. 
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Social Security Booklet 
Improves Publie Relations 


As its latest public relations project, 
the Union National Bank, Little Rock, 
Arkansas, has distributed a small 
booklet which explains the new social 
security law. Entitled “What the New 
Social Security Law Means to You,” 
the booklet explains the changes in 
contributions and benefits enacted dur- 
ing the last session of Congress. 

Reaction to the program, accordipg 
to William E. Snodgrass, bank vice- 
president, was excellent because of the 
manner in which the booklet was dis- 
tributed. Rather than limit the use of 
the booklet to statement enclosures and 
lobby pickups, it was circulated in 
several different ways. 

Large manufacturing firms, depart- 
ment stores, suppliers and other busi- 
nesses in the area were contacted by the 
bank regardless of whether or not they 
were customers.'The bank offered to 
make the booklet available to employees 
of these firms and, in most cases, it 
was distributed with paychecks. Corre- 
spondent bank customers were also 
invited to issue the booklet to their 
personnel. In addition, the booklet was 
widely advertised on television and in 
daily newspapers. 

30,000 copies. Response from the 
public was beyond all expectations and 
the bank distributed 30,000 copies dur- 
ing its promotion. Mr. Snodgrass says 
the total could well have been doubled 
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Identification 


In the selection of a product, who made 


it is an important consideration. Trade- 
marks provide identification of the origin 


of products... they reflect reputation. 


For several generations La Monte Safety 
Papers have been preferred by leading 
banks and corporations. Checks on these 
fine papers bearing the familiar Wavy Lines 
or the distinctive Basketweave lines... 
both La Monte trade-marks... are readily 
associated with the business whose 


founder invented Safety Paper. 
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YOU GET FAST COLLECTION SERVICE AROUND 
THE WORLD...WHEN FIRST NATIONAL CiITy 


Is YOUR CORRESPONDENT 
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| Our booklet, 
“Speed”, describes 
the many ways 

||| First National City’s 
|| check collection 

||| service can help you. 
|| We will be pleased 

||| to send you a copy 
| free on request. 
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since many national firms in the area 
were willing to make the booklet avail- 
able to their field offices. 

The significant feature of the pro- 
gram, according to the bank, was that 
it performed two services. First, it 
created good will among businessmen 
in the area. Secondly, the bank’s mes- 
sage was delivered on an individual 
basis to employees in and around Little 
Rock. 

Further information on the project 
can be obtained from Mr. Snodgrass, 
or from Prentice-Hall, Incorporated, 
Englewood Cliffs, New Jersey. 
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New Branch Office Marks 
25th Anniversary 


First Federal Savings and Loan As- 
sociation of New York, New York City, 
has marked the start of its 25th anni- 
versary with the opening of its seventh 
office, located in the concourse of Rocke- 
feller Center’s RCA building. Because 
the new branch is only one block from 
the association’s main office, construc- 
tion posed a variety of architectural 
and market research problems that re- 
quired more than a year of study. Find- 
ings of these studies were used in de- 
termining the decor, physical features, 
and operating procedures adopted at 
the new branch. 

One survey disclosed peak traffic in 
the concourse occurred at the beginning 
and end of the working day, with traffic 
from noon to 2 p.m. representing 16 
per cent of the total. To accommodate 
these peaks, the office is open daily 
from 8:30 A.M. to 5:30 P.M. 

Bookkeeping operations normally per- 
formed at the time of the customer 
transaction are held for after-hours 
work in order to save time. The delayed 
bookkeeping speeds up the time of the 
average transaction 25 per cent, accord- 
ing to efficiency studies. 

Another time saver is the curved 
teller counter section, placed so that 
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Simulated old coins add to decor of savings and loan branch 





each of the nine teller windows are vir- 
tually equi-distant from the entrances 
to the office. This arrangement prevents 
the tendency of customers to bunch up 
at the nearest windows and avoids dead 
end windows likely to be found in a 
straight line arrangement. 

The outstanding decorative feature of 
the new branch is a 13 by 57 foot curved 
backdrop behind the tellers’ counter. The 
wall is surfaced with gold-colored tiles 
which simulate old coins. Concealed 
spotlights give the wall a metallic gold 
lustre for dramatic effect. 
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Small Bank Research 
Program Being Developed 

A market research program for small 
banks is currently being developed by 
the Research Council of the American 
Bankers Association in cooperation 
with the Country Bank Operations 
Commission. The object of the study 
is to develop a program by which small 
banks can provide material for them- 
selves which will be useful in selling 
banking services to industries, business 
enterprises, and individuals in the 
banks’ trading area. 

The project is planned in three 
phases: First, an internal analysis of 
data will be made to determine how the 
bank’s present records can be used for 
market research. This will include an 
analysis of bank deposits by number; 
the type and dollar amount of accounts; 
seasonal changes and daily turnover; 
investments and loans by number, type, 
and dollar amount; new accounts; 
terminations; and loan applications. 
This will give the bank information as 
to its present market in its trade area. 

The second phase is concerned with 
an analysis of the characteristics of 
bank customers. This will include their 
financial history; their attitude toward 
banking; their geographical location in 
the trade area; and their plans for pur- 
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chases and other projects which may 
need financing. 

Competition. The third part of the 
study will include trade area research 
which will give useful information as to 
the operation of other banks and com- 
peting financial institutions. This will 
include the competition’s lending oper- 
ations, and the characteristics of their 
customers. The survey will also include 
a study of population gains and de- 
clines; the status of individuals as re- 
gards income, occupation, and education. 
In addition, this phase will also include 
a study of automobile registrations and 
type of financing; building permits; 
wholesale and retail sales; industrial 
and agricultural production; and the 












locality’s labor force and price indices. 

The results of the study are intended 
to provide material to be used by the 
bank’s board of directors and top man- 
agement in making decisions regarding 
bank policies, operating practices, busit 
ness development, and public relations. 
The study is being made in banks in 
widely separated areas of the country 
and will probably take more than one 
year to complete. 
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Clock Used To Promote 
24-Hour Depository 


To help publicize its 24-hour de- 
pository, the American Commercial 





















When your transactions have 
a Southwest angle, make 
full use of our 
metropolitan bank 
services. As your Houston 
correspondent, we can help 
you rope in more 

business through our 

large staff of business 
specialists and our 
knowledge of 
Southwest business 
potentials. 
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Unusual clock holds interest 


Bank, Charlotte, North Carolina fea- 
tured the first 24-hour clock produced 
by a Charlotte firm, in a window dis- 
play at its main office. The hours on 
the clock face run from 0100 to 2400. 
The hour hand makes one~ complete 
circuit each day, and a sweep minute 
hand tells the number of minutes past 
each hour. 

The bank urged the public to make 
use of the 24-hour depository to help 
minimize heavy lobby traffic which has 
become somewhat of a problem while 
a new bank office building is under con- 
struction. 
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Customer Identification 


In an effort to eliminate the problem 
in which customers are unable to cash 
checks at branches of their own bank, 
the Chemical Corn Exchange Bank, 
New York City, will furnish its cus- 
tomers with a special identification card. 
Called “Gold Medal” service, the iden- 
tification card will enable customers to 
cash checks at any of the Chemical’s 
offices in New York City, regardless of 
which branch holds the customer’s ac- 
count. 

The plan is said to be the first of 
its kind in the New York City area. The 
cards have been especially engraved on 
safety paper and each one is duly 
registered with the bank. 
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Bank’s College Directory 


The State National Bank of El Paso, 
Texas, has prepared a college directory 
for the state of Texas which gives 
pertinent information on all 87 colleges 
within the boundaries of the state. The 
brochure will be presented to all 
graduating high school seniors in the 
El Paso area and will also be sent 
without charge to anyone requesting it. 

In addition to listing the names of 
all the colleges in the state, the direc- 
tory also gives information on the en- 
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Good will for colleges 


rollment, tuition, room and _ board, 
association and religious affiliation, 
available scholarships, student regula- 
tions, sports, and many other related 
subjects. 

High school counsellors who have 
seen the booklet consider it helpful for 
parents about to send children to 
college. The brochure was prepared by 
William B. Purse, Jr., assistant public 
relations director at the bank. 
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A.I.B. Convention Set 


How to meet the challenges to bank- 
ing education will be the underlying 
theme of the 57th annual convention of 
the American Institute of Banking 
which will be held in Philadelphia, 
Pennsylvania, June 1 to 5. More than 
1,500 delegates are expected to attend 
the session which will be held at the 
Bellevue Stratford and Sheraton Hotels. 

Many prominent speakers, are in- 
cluded on the convention program which 
was recently announced by Gerard E. 
Hayes, A.I.B. president, and assistant 
vice-president of The National Shaw- 
mut Bank, Boston, Massachusetts. In- 
cluded among the speakers are: Mau- 
rice Megrah, honorary fellow of The 
Institute of Bankers, London, England; 
Dr. Harry D. Gideonse, president of 
Brooklyn College, Brooklyn, New York; 
and Tennyson Guyer, director of public 
relations, Cooper Tire & Rubber Com- 
pany, Findlay, Ohio. 

The American Institute of Banking is 
the education arm of the American 
Bankers Association, and also the 
largest adult education organization of 
its kind with a membership of 147,166 
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This small, light coupon book eliminates high postage 
costs and usually pays for itself within thirty days. 
The Allison Coupon Payment book notifies the 
borrower of each due date, identifies his remittances 
for credit and verifies all posting and balancing. 


These features do away with many repetitive 
tasks and expenses, prevent errors and increase 
level payments. 


Use the convenient coupon below to find out how 
the Allison Coupon Payment System can help 
you. No obligation. Send it today. 


ALLISON COUPON COMPANY, INC. 
. Indianapolis 6, Indiana 

Mm a | Please send information showing how Allison Coupon 

Books will decrease postage costs and increase level 
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men and women who are connected with 
the banking industry. It has upwards 
of 500 chapters with an enrollment of 
83,980 students. 

General theme. Two of the highlights 
of this year’s meeting are the National 
Public Speaking Contest for the A. P. 
Giannini Educational Endowment prizes 
and the National Debate Contest for 
the Jesse H. Jones National Convention 
Debate Fund prizes. The general theme 
for this year’s public speaking contest 
is “Central Banking”, and elimination 
contests for the convention finals have 
been going on for some months in the 
various A.I.B. chapters throughout 
the country. 

Election and installation of officers 
for the coming year will take place on 
the final day of the convention. Ralph 
H. Mittendorff, vice-president of the 
American Security and Trust Company, 
Washington, D.C., and current vice- 
president of the Institute, will be in- 
stalled as president. Milton F. Darr, 
Jr., vice-president of the LaSalle Na- 
tional Bank, Chicago, Illinois, is the 
only announced candidate for Mr. Mit- 
tendorff’s present position. 
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Exhibit To Show Banking’s 
Role in Transportation 

An exhibit portraying the role played 
by America’s banking system in trans- 
portation and commerce will be dis- 








Panoramic view of St. Lawrence Seaway to greet visitors 


played at Chicago’s International Fair 
and Exposition July 3 to 18. Sponsored 
by the Continental Illinois National 
Bank and Trust Company, Chicago, 
Illinois, the display will include a 
panoramic map of the new St. Lawrence 
Seaway, together with a working scale 
model of a lock similar to those used 
in the Seaway. 

The bank says that approximately 
750,000 visitors are expected to attend 
the fair. 
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Reeords Retention Guide 
Aids Bankers 


The varying lengths of time that 
banking records must be kept to comply 



























































Does your bank have storage room 


for borrower’s inventory? 


Obviously not. BUT .. . our Field Warehousing service accom- 
plishes the same purpose . . . SECURITY covering your borrower’s 


inventory right where it stands. 


Field Warehousing is also an avenue to new loans . . . and 
increased loans . . . on a sound and profitable basis. 
For the best in inventory collateral, contact the American 


Express office nearest you. 


AMERICAN EXPRESS 
FIELD WAREHOUSING CORPORATION 


Head Office: 65 Broadway, New York 6, N. Y.—Offices Nationwide 
Write for free copy of “Inventory in Action” 








with rules of different federal agencies 
are tabulated in a new report by Con- 
trollership Foundation, Incorporated, 
research arm of the Controllers Insti- 
tute of America, New York City. The 
study comprises the first volume of a 
three part series on records retention 
and is entitled ““A Guide to U.S. Federal 
Requirements.” 

Prepared by Robert B. Wheelan, the 
guide indicates in which cases, and 
under what conditions, microfilms may 
be retained in lieu of original records. 
Herbert F. Klingman, research director 
of the Foundation said the report was 
developed to save companies and their 
legal counsel the necessity of making 
up their own records retention schedule. 

The second volume of the series will 
cover Canadian federal and provincial 
records retention requirements. The 
third volume will tabulate those of state 
governments in the United States. 
Copies of the first volume are now 
available from the Controllership 
Foundation, Incorporated, 2 Park Ave- 
nue, New York 16, New York, at $10 
each. 
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National Ad Program 
Gains Support 


Support for the national advertising 
program for commercial banks con- 
tinues to grow, according to Morris R. 
Brownell, Jr., chairman of the trustees 
of the Foundation for Commercial 
Banks. Thirty-two per cent of the 
commercial banks in the country, rep- 
resenting 60 per cent of the deposits, 
have pledged support for the program, 
Mr. Brownell said. 

Montana was the first state to report 
100 per cent participation by its banks. 
Eight states have signed up over 50 
per cent of their banks. They are: 
Montana; North Dakota; Nevada; 
Washington; South Dakota; Hawaii; 
Minnesota; and Virginia. 
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Book for Investors 

A useful new book for bank trust 
officers and other investors has just 
been published by the Duke University 
Press. Entitled “Corporate Earning 
Power and Market Evaluation 1935- 
1955”, the book gives detailed informa- 
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tion on 33 industries within the man- 
ufacturing and trade sectors of the 
country’s economy. 

The book develops factual informa- 
tion which can be used by investors as 
yardsticks both in appraising the per- 
formance and valuation of companies 
within a specific industry and in ap- 
praising the industry in terms of other 
industries. The information provides 
the investor with a basis for more ef- 
fective comparative industry and com- 
pany analyses, and also for a fuller 
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and 
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Newest aid for investors 


appraisal of portfolio diversification. 
In addition, the study could be of as- 
sistance to corporate management in 
evaluating their firm’s record in terms 
of their own industry. 

Written by Sidney Cottle, and Tate 








Whitman, the book is available from the | 


Duke University Press, College Station, 
Box 6697, Durham, North Carolina, at 
$12.50 per copy. 
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Mellon Bank Launches 
New In-Plant Service 


The Mellon National Bank and Trust 
Company, Pittsburgh, Pennsylvania, 
has inaugurated an in-plant banking 
service which enables employees of 
various firms using the service to do 
all their banking at their place of work. 
Called the “Bank-At-Work” plan, it 
enables employees to open savings and 
checking accounts and to apply for 
loans on company premises. 

The new plan offers several advan- 
tages to employees and companies 
alike. Employees save time because 
they don’t need to make a trip 
to the bank. The program is especially 
convenient for those whose working 
hours conflict with the bank’s regular 
business hours. At the same time, com- 
panies gain production time because 
the employees are not away from their 
work for long periods. 

Companies participating in the plan 
are not involved with the private finan- 
cial affairs of their employees. All 
credit decisions are made by the bank 
and do not involve the company in any 
way. The company’s only contact with 
the plan is to appoint a trusted person 
to administer the project and provide 
employees with the necessary banking 
forms. The plan is available to busi- 
ness, industrial, commercial, educa- 
tional, or civic organizations in the 
Pittsburgh area. 
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You won't find it in the dictionary... 
or at any other bank 


You'll find it only at Union Bank, where Money Engineering was 
conceived and developed. To our correspondents throughout the 
world, Money Engineering means speed of transit service calcu- 
lated in minutes, not miles. Discover how Money Engineering can 
bring new efficiency to the clearing of your Southern California 
transit items. Call, write or wire today. 


LOS ANGELES 

Eighth & Hill Streets 

MAdison 6-8441 

Teletype LA 501+ Bank Wire SLUN 
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Two-Way Radios Save Time and Money on Mortgage Appraisals 


By Alfred J. Tria 


Assistant Vice-President, The Dime Savings Bank of Brooklyn, 


Brooklyn, New York . 








Installation of a two-way radio sys- 
tem between our bank and the cars 
used by our field appraisers and loan 
committees has resulted in faster serv- 
ice to mortgage loan applicants and 
savings in both time and money for 
the bank. 

The Dime of Brooklyn originates and 
holds more mortgages than any other 
savings bank in the world, even though 
all our mortgage lending activity is 
confined to the five New York City 
boroughs and Nassau, Suffolk, Rock- 
land, and Westchester counties. 

Under the appraisal system used 
.prior to the radio installation, apprais- 
ers went into the field each morning 
with lists of properties for which mort- 
gage applications had been made the 
day before. After going from property 
to property, they would telephone their 
findings to the mortgage department 
during the afternoon. 

Two-day wait. Meanwhile, mortgage 
applications often had been received 
during the morning for properties in 
an area where the appraiser had been, 
working, but by the time he called in, 
he was several miles away. This neces- 
sitated the appraiser waiting until the 
following day, or even two days before 
he could return to the locality and give 
his report. 

To speed up our service, we installed 
an RCA _ ultra-high-frequency radio 
communications system a year ago last 
February. The system is controlled 
from a master console in the mortgage 
department at our main office and links 
all the cars of the appraisers and loan 
committees with the bank and with ¢ach 
other. In addition, officers and execu- 
tives in the main office are also able to 
contact cars in the field through our 
conventional telephone system. 


Transmission is handled by two radio 
base stations. One transmitter is located 
on top of the building at 1 Wall Street, 
Manhattan, and the other is at the 
eastern end of Long Island to provide 
extended coverage throughout that area. 

Possible expansion. Because we have 
recently expanded our mortgage activity 
to include Rockland County, we are 
considering extending the transmission 
range of the system. At the present 
time, radio cars operating in the area 
must seek out high elevations in order 
to come within range of the transmitter 
in Manhattan. 

Within minutes after a mortgage 
application is received, our chief ap- 
praiser can contact and assign the 
nearest field appraiser to make an 
inspection of the property. When the 
inspection is completed, the appraiser 
reports his findings and recommenda- 
tions by radio to the bank’s mortgage 
department. If a loan committee is 
traveling in the vicinity, the mortgage 
department relays the appraiser’s re- 
port and the committee can then inspect 
the property without delay. 

In addition to the savings which 
have been realized since the radio sys- 
tem was put into effect, a number of 
incidental benefits have accrued which 
were entirely unexpected, but neverthe- 
less welcome. 

Loan committee. For example, trus- 
tees of the bank who have their own 
businesses to conduct, find they do not 
need to be away from their own offices 
as long as they did in the past when 
serving on the bank’s loan committees. 

Another important benefit is that 
the work load on appraisers can be 
more equally distributed. When an 
appraiser finds he cannot cover all his 
assignments, he notifies the bank’s chief 


appraiser and a man in a nearby car 
who is not so heavily burdened is 
assigned. 

Emergencies, such as fire damage or 
vandalism to mortgaged properties 
which appraisers discover while travel- 
ing in the field have been quickly 
reported to the main office, and the 
insurance company involved has been 
able to make adjustments without 
delay. 

Certain hours. In appraising an ex- 
isting property, it is necessary that the 
bank appraiser enter the building. This 
means someone must be present while 
he makes the interior inspection. On a 
number of occasions, appraisers’ time 
has been saved by receiving notifica- 
tion from the bank that inspection can 
only be made during certain hours. 

Time has even been saved by ap- 
praisers warning each other of traffic 
jams in the areas in which they are 
travelling, thus enabling others to avoid 
such delays. 

Commenting on the results attained 
with the system, George C. Johnson, 
chairman of our bank’s: board, said: 
“Telephone toll costs from appraisers 
in the field, which had been a heavy 
expense in the past, have been prac- 
tically eliminated by the radio system. 
Gasoline and oil consumption has been 
substantially reduced, and the time 
required to act on mortgage applica- 
tions has been cut in half. This helps 
create customer good will. 

“In many instances, we have been 
able to act on a mortgage application 
within 48 hours instead of the week or 
ten days formerly required. In one 
recent case, an appraisal report was 
given and the mortgage approved in 
less than two hours from the time the 
application was received.” 


Top savings bank in mortgage field uses latest communications methods to speed appraisals 


Bank officers can talk directly 


... by placing calls through switchboard 


...to men who are working in field 
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Group Life Insurance for Correspondents 


New Benefits Under MANUFACTURERS TRUST COMPANY Plan 


Maximum Coverage Now $20,000 Per Person 


Manufacturers Trust Company is pleased to announce that the maximum 
coverage under its Group Life Insurance Plan for Correspondents is 
increased from $16,000 to $20,000. Accidental death and dismemberment 
benefits equal to 50% of the amount of life insurance, at no additional 
premium, are continued. 


More liberal benefits for retired employees, depending on earnings, are 
also provided. In addition, it is now possible for many banks to carry a 
larger amount of outside insurance, thereby supplementing the benefits 
under the plan. 


Our 734 participating correspondent banks have a total of 11,857 officers 
and employees who are covered by approximately $90,000,000 of life insur- 
ance. The number of participants and the amount of coverage has been 
steadily increasing year after year, since the Plan was started in 1947. 


This service is one of the many reasons why more and more banks are 
turning to Manufacturers Trust Company as their New York correspondent. 


To get the facts on our Group Life Insurance Plan, write or phone Mr. Joseph C. McNally. 
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Five-year average cost: 
ONLY 52¢ A MONTH PER $1000 


This average low net cost reflects the 
application of dividends from the 
insurance carriers against the gross 
premiums paid by the participating 
banks, under the Manufacturers Trust 
Company Plan. 
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Head Office: 44 Wall Street, New York 15, N. Y. 
HAnover 2-7200 
Member Federal Deposit Insurance Corporation 






















Popularity of Motor Banking Seen in Design of Bank Quarters 


Several banks open branch quarters speeifically built for the convenience of the motoring public 
4 








Sunnyslope, Ariz. In a recent remodeling, this office of the Valley National Bank, Phoenix, doubled in size. An addi- 
tional drive-in window was also installed and off-street parking facilities expanded. Inside, teller counter has been in- 
creased to a dozen windows, and bookkeeping and workroom areas have also been doubled 


il 


Johnson City, Tenn. The Market Street Drive-in branch 
of the Hamilton National Bank has two auto windows drive-in windows in the new section of the Hillcrest State 
with an access drive also serving the main entrance Bank. A side-walk window has also been included 
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Banking Building Corporation of America 


Burlington, Iowa. A new wing was recently added to the Clearfield, Pa. The compact new North Second Street 
National Bank of Burlington to house two drive-in and two office of the County National Bank features two drive- 
walk-up tellers windows. Facing is of colored enameled steel in windows. A walk-up window is in glassed-in lobby 





Freeport, N. Y. Resembling a minia- 





Hot Springs, Ark. Two auto win- 








fice of the Peoples National Bank is dows have been included in this ture house, this functional drive-in 
of colonial design and offers two drive-in branch of the Arkansas branch of the Long Island Trust 
drive-in windows. Architecture of National Bank. Unique screening Company also includes a walk-up 
new branch blends with that of sur- adds to attractiveness of this new window. Note lighted canopy that 
rounding neighborhood “island type” motor bank protects the motorist 
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Marine Midland Trust Company of Southern New York, Southside office, Elmira, New York Community Savings Bank, Rochester, New York 


| lt takes a specialist to give you the right kind of planning and designing 


New banking quarters, whether they be a branch or a main 
office, must be right... right from the beginning, if they’re 
to be an asset rather than a liability. Retaining the services of 
Bank Building Corporation’s experienced specialists can assure 
this kind of a start... resulting in a bank that attracts new 
customers, holds current customers, and operates at a maxi- 
mum of efficiency. 


Bank Building’s team of experts counsels with you at the out- 
set... analyzing every facet of the situation, bringing to your 
project the experience gained from designing more than 3400 
projects of all sizes, from multi-storied financial centers to small 
country banks. This is a team that brings you the three-fold 
advantages of creative talent, expert technical knowledge of the 
banking business, and the practical know-how to avoid the 
pitfalls that await the inexperienced. 


And... it costs no more to do it right. Why don’t you call or 
write us today for full information? No obligation. 









Send today for FREE booklet 
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ST. LOUIS: 1130 HAMPTON AVENUE 
NEW YORK + CHICAGO «SAN FRANCISCO « ATLANTA 
Operating Outside Continental U. S. as: Bank Building Corporation, International 











Savings and Loan Growth Reflected in New Buildings 


Spacious and modern quarters are designed with both the customer and the association in mind 
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La Marinda, Calif. Granite, marble, ceramic veneers and brick 


Grand Rapids, Mich. This night time photograph high- 


combine in the striking interior of the new home of the Home lights modern use of glass walls and lighting used in 
Savings and Loan Association. Murals framing entranceways the new West Side Federal Savings and Loan Associa- 
are tributes to the various types of California industries tion building. Grill is of gold anodized aluminum 





, The Cunneen Company 
Niles, Ohio. The exterior of the new Home Federal 
Savings and Loan Association features red Roman 
brick, aluminum trim. Limestone canopy accentuates 
entrance. Parking and drive-in facilities are offered 





New Orleans, La. New home of the Union Savings and 
Loan Association is this attractive, five-story building. 
The contemporary styling of the exterior features black 
porcelain enamel panels, blue mosaic glass, Italian 
marble and aluminum trim. Inside, the lobby in finished 
with walnut panelling and marble and formica fixtures. 
Union Savings occupies the first two floors of the build- 
ing, two floors are being rented, and a fifth floor is re- 
served for a storage area. Note recessed front 
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Arlington Heights, Ill. Williamsburg colonial design was 
selected for the new Arlington Heights Federal Savings and 
Loan Association. A second floor stands ready for future 
growth of the association. A drive-in window is offered 





Bank Building Corporation of America 
Great Falls, Mont. New two-story home of the Great Falls 
Federal Savings and Loan Association features trim “open” 
look of contemporary architecture. The exterior is con- 
structed of curtain walls and face brick. Canopy protects 
entrances and huge brick pylon serves as focal point 





The Cunneen Company 
St. Paul, Minn. The impressive new home of the Minnesota 
Federal Savings and Loan Association presents an exterior 
of dark emerald pearly granite and flame porcelain-enam- 

eled panels. A large auditorium has been included 
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TO SOLVE 

DRIVE-IN 

BANKING 

PUZZLES... 
call on 


DIEBOLD 





Diebold’s experience and leader- 
ship in drive-in banking offers 
you the most effective, most 
productive way to bring drive-in 
banking at its best to your bank. 


Whatever your building situation, 
whatever the traffic pattern, Diebold’s 
intimate knowledge of drive-in banking 

and comprehensive range of drive-in 
banking equipment will help you develop 
the kind of installation that is convenient 

for your customers and profitable for you. 
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To be sure your bank provides drive-in 
<> banking at its best, call on Diebold, 

manufacturer of the world’s finest \ 
bank equipment for nearly a century. 
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BANK E QU IPMENT Please send me complete information about 


Diebold Drive-in banking. 
| CANTON OHIO 
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The First National Bank 
of Chicago 


Statement of Condition March 12, 1959 








ASSETS 
Cash and Due from Banks ‘ . ‘ ‘ - . > ‘ é ; $ 580,140,655.99 a 
United States Government Obligations . é ‘ > . ° . ° é ‘ 861,900,199.83 
Other Bonds and Securities . F ‘ ‘ ‘ é ‘ ' e ‘ ‘ 171,194,407.78 
Loans and Discounts ‘ ‘ ‘ . ‘ ; ‘ > ‘ : . . . 1,350,479,569.58 
Real Estate (Bank Buildings and Adjacent Property) . “ F ; é ‘ i 1,214,870.15 
Federal Reserve Bank Stock . i ‘ . . . ° . ‘ . x ‘ 7,500,000.00 
Customers’ Liability Account of Acceptances A 4 . ° " ‘ e : 3,084,196.98 
Interest Earned, not Collected . ‘ # ‘ ‘ > ° ° . ° A -. 7,;782,467.80 
Other Assets ° * * 7 > ° * ° ~ - . ° * ° . 8,906,425.71 
$2,992,202,793.82 
LIABILITIES 
Capital Stock . ° e ° ° ° ° ° ° ° ‘ ° ° ° ° $ 125,000,000.00 
Surplus x ‘ e ‘ 4 ‘ * r : ‘ : P ° ° ° * 125,000,000.00 
' Undivided Profits . . ‘ 5 : . ‘ ‘ ‘ ° ° ° ° ° 9,141,563.41 
Discount Collected, but not Earned ‘ ‘ > . A ° é - é ° 4,656,540.59 
Dividends Declared, but Unpaid . ° ‘ ° ° e * ° ° ° F 5,000,000.00 
Reserve for Taxes, etc. . ‘ é ‘ ‘ q P ‘ " ; ‘ a . 42,594,104.38 . 
eee oa Le Se oe oe Cee 109,000,000.00 _™ 
Liability Account of Acceptances . . » ; ‘ ‘ . ° ° ° ‘ 3,747,372.90 


Time Deposits . : ; ; . . . : : ‘ $ 550,238,252.00 

Demand Deposits. ‘ ‘ . ° t 4 . 7 - 1,840,409,413.10 

Deposits of Public Funds . . :‘ ; ‘ ‘ . ° - 169,391,139.35 2,560,038,804.45 

Liabilities other than those above stated é ° ° ° . ‘ ° ° ° 8,024,408.09 
$2,992,202,793.82 


United States government obligations carried at $314,064,195.31 are pledged to secure United States government and 
other public deposits, trust deposits, and for other purposes as required or permitted by law. 


Board of Directors 











Joseru L. Biock Henry P. Isham Frank O. Prior 
Chairman, President, Clearing Industrial Chairman of the Board, 
Inland Steel Company District, Inc. Standard Oil Company (Indiana) 
Epwarp E. Brown Homer J. Livincston GitperT H. ScripNner 
Chairman of the Board President Winston & Company 








Hucuston M. McBain 
CuesseER M. CAMPBELL menace, Haroip A. SMITH 
President, Marshall Field & Company Winston, Strawn, 
Tribune Company Smith and Patterson 
Brooxs McCormick 
J. D. FarrincTon Executive Vice-President, R. Douctas STuaRT 
Chairman of thre Board, International Harvester Co, “ 
Chicago, Rock Island and H naeccueee 
Pacific Railroad Company ARRY C. MurPuy om 
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<> HE ground rules for automatic 

check handling were completed 

last month with the announce- 
ment of finalized specifications for 
common machine language. The long- 
awaited and highly technical recom- 
mendations on the type font to be 
used in magnetic ink character 
recognition are now published in 
booklet form. Entitled “The Com- 
mon Machine Language for Mecha- 
nized Check Handling,” the guide is 
the final step in the definition phase 
of the common machine language. 
The recommendations represent over 
two years’ work on the part of the 
Bank Management Commission of 








By 
NORMAN E. DOUGLAS 


Associate Editor 
Burroughs Clearing House 


the American Bankers Associa- 
tion, particularly its technical com- 
mittee. 

While these final decisions on 
check mechanization give the green 
light to the nation’s banks, espe- 
cially the larger banks, to act on 
their own plans for automation in 
operations, their time tables for 
check handling procedures vary. The 
next steps are up to the individual 
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Latest booklet on mechanization of check handling gives green light to nation’s banks 


“ho” Sign for Bank Automation 


Release of specifications for E-13-B font is final step in 
A.B.A.°s recommendations on common machine language 


banks to work with the office ma- 
chine industry in installing the high 
speed “hardware,” and with the 
printing industry in meeting the 
rigid tolerances required in check 
encoding. Some of the larger banks 
have already laid the framework for 
automation in their operations. A 
few such examples will be discussed 
later in this article. 

Since the July, 1956 decision of 
the A.B.A. to press for magnetic ink 
character recognition, the technical 
committee on mechanization of check 
handling has been deeply involved 
with the nation’s bankers, office 
equipment manufacturers, and repre- 
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Technical Committee on Mech- 
anization of Check Handling 


John A. Kley, Chairman, Executive 
Vice-President, The County Trust 
Company, White Plains, New York 


Herbert R. Corey, Vice-President, 
The First National Bank of Boston 


L. A. Erickson, Vice-President, First 
National City Bank of New York 


David H. Hinkel, Assistant Cashier, 
First National Bank of Chicago 


Raymond C. Kolb, Vice-President, 
Mellon National Bank and Trust 
Company, Pittsburgh 


| Edward T. Shipley, Auditor, Wa- 
| chovia Bank and Trust Company, 
Winston-Salem, North Carolina 


A. R. Zipf, Vice-President, Bank of 
America, San Francisco 


Melvin C. Miller, Secretary 


Liaison Representatives from the Fed- 
eral Reserve System: 


Clair B. Strathy, Vice-President and 
Secretary, Federal Reserve Bank of 
Richmond, Member 


Mareus A. Harris, Vice-President, 


Federal Reserve Bank of New York, 
New York, N. Y., Alternate 








Prior Publications of 
the Technical Committee 


| Pub. 138 Magnetic Ink Character 
Recognition, July, 1956 


Pub. 141 Placement for the Gom- 
mon Machine Language on Checks, 
April, 1957 


| Pub. 142 Location and Arrange- 
| ment of Magnetic Ink Characters 
| for the Common Machine Language 
on Checks, January, 1958 


Pub. 144 Account Numbering and |_| 
Check Imprinting for Mechanized | 
Check Handling, June, 1958 | 


Pub. 146 Progress Report—Mech- 
anization of Check Handling, July, 
1958 











sentatives of the printing industry. 
In addition to the selection of mag- 
netic ink character recognition, the 
group has spent the past 2% years 
studying the placement of characters 
on the check, account numbering, 
and check imprinting. Their work 
further reflects untold hours of plan- 
ning with the Federal Reserve Sys- 
tem to assure a program that could 
be readily adaptable to the nation’s 
banking system. 

The just-released booklet on the 
new font, Type E-13-B, is concerned 
primarily with the implementation 
of the program and the specifications 
for this common language. It in- 
cludes appendices on ink require- 
ments, recommendations to printing 
firms, and a summation of the tech- 
nical committee’s activities. 

The part of the booklet devoted to 
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the implementation of the program 
suggests steps that banks can take 
to resolve such problems as check 
supplies, redesign of checks, punched 
card checks, and deposit ticket im- 
printing. The magnetic coding of 
routing symbols and transit num- 
bers, as well as the post-imprinting 
of amounts, is also discussed. Inas- 
much as the technical committee be- 
lieves that check handling equipment 
will be in use within a year’s time, 
they recommend that banks make 
only limited orders of new checks 
until the printers can fill orders for 
magnetically imprinted checks. 


OW that specifications have been 

completed, banks will want to 
design their checks and the checks of 
their customers toconform with mag- 
netic imprinting. The committee 
urges banks to contact their custom- 
ers now and begin work on the rede- 
sign of all checks. Printers will be 
working with a minimum check 
length of six inches with the bottom 
54 inch left blank for imprinting pur- 
poses. The space required for the en- 
coded characters may require an in- 
crease in the height of the check, 
according to the booklet, but most 
banks will want to avoid this so as 
not to obsolete checkbook covers and 
wallets. The committee recommends 
that the present format of the check 
be condensed to pick up the neces- 
sary % inch of encoding space. To 
eliminate the resulting congestion 
at the top of the check, a great deal 
of study has been given to the omis- 
sion of the town and state names 
on the date line. The signature line 
may also be in for some changes in 
this “check of tomorrow.” 

All banks are urged to encode their 
routing symbol-transit number on 
the face of all checks, regardless of 
whether they plan to take advantage 
of mechanical check handling or not. 
This encoding would assure a me- 
chanical check collection system for 
the entire country. Encoding of the 
amount of the check will also be an 
important step in check mechaniza- 
tion. If a check were to be amount 
encoded at the first bank receiving 
the item for collection, all handling 
at intermediate and paying banks 
could become purely mechanical. 

The booklet further recommends 
standardization of deposit tickets. 
This would greatly reduce the costs 
of off-premise printing of checks and 
deposit tickets, according to printers. 
Such a_ standardization would, of 
course, bring some changes in the 
format of the tickets, and the 
A.B.A.’s_ legal staff is presently 
studying the advisability of dropping 
the collection agreement from the 
ticket in favor of a shorter legend. 





It is in the chapter on encoding 
specifications that the report turns 
to a more technical nature. Here the 
character configuration, description 
of fields, use of symbols, format sizes, 
character spacing, alignment, and 
tolerances are explained in some 
detail. 

Type E-13-B will have 14 charac- 
ters including 10 numeric figures 
(0-9) and four symbols. These sym- 
bols will represent the transit num- 
ber, amount, “on us” designation, 
and the dash. Each of these designa- 
tions, with the exception of the dash, 
further represents a field, and each 
field has its own boundary within the 
encoding line. Check format infor- 
mation on horizontal and vertical 
location and field boundaries is 
treated separately for paper checks, 
80-column punched card checks (with 
and without bottom perforations), 
and 66-column punched card checks 
without bottom perforations. 

Typical of the booklet’s technical 
detail is the sample illustration on 
this page showing the maximum de- 
gree of character skew; also the 
specifications for the figure “2.” 

The work of the technical com- 
mittee under the Bank Management 
Commission is regarded as perhaps 
the most important single project to 
be completed by the A.B.A., and the 
commission has announced plans to 
continue the committee in order to 


Instructions are detailed 
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Bank officers receive first batch of encoded checks 








Announcement sent to checking account customers 


Michigan National Bank prepares to adapt mechanized check handling to automation program 


preserve the liaison developed be- 
tween the A.B.A., the office machine 
industry, and the printing industry. 
Certainly the implications of pro- 
jected studies into bank automation 
pose a beginning point for an alto- 
gether new set of operational prac- 
tices. The technical committee urges 
banks to consider not only the bene- 
fits that such automation will bring 
to their own institutions, but also 
the benefits to the whole check collec- 
tion system. 

The clarification of check encoding 
will send a number of the nation’s 
banks in high gear to complete their 
plans for automation. Several banks 
have held up decisions on account 
numbering, check design, and auto- 
mated and semi-automated programs 
until these final recommendations 
were made known by the A.B.A. But 
throughout the country, even the 
largest banks hesitate to predict just 
how soon this new era of bank opera- 
tions will be realized, or just how 
great automation savings will be. 


SPOT check of banks in major 

cities reveals a wide divergence 
in the degree of development of auto- 
mated systems, due primarily to the 
divergence in thinking among bank 
operating men. While nearly all of 
the banks either have established or 
are establishing account numbering 
systems, and several had taken steps 
to redesign their checks in con- 
formity with A.B.A. recommenda- 
tions, most of the banks agreed that 
it would be at least 18 months before 
their operating pipelines were filled 
to a degree that would make some 
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form of automation feasible. A few 
banks have installed computers, sev- 
eral more are preparing for their 
installation, but the majority of the 
large banks still are studying the 
potential economies of a computer. 

The spot check survey disclosed 
that several different account num- 
bering systems, tailor made to the 
specific requirements of the indi- 
vidual banks, are now in operation. 
The First National City Bank, for 
instance, uses a straight numeric 
sequence, using separate blocks for 
regular checking and special checking 
accounts and utilizing the modulus 
11 check digit method for computer 
work. The Broad Street Trust Com- 
pany in Philadelphia uses a seven 
digit number in numeric sequence 
with alphabetical controls for its 
28,000 regular checking accounts. A 
modified numeric system of seven 
digits is also in use at The First 
Pennsylvania Banking and Trust 
Company in Philadelphia. The 
Seattle-First National Bank has 
chosen an alpha-numeric system for 
its combined total of 270,000 check- 
ing accounts. Still another system, 
the modified alpha-numeric, is gain- 
ing favorable consideration as the 
Mercantile Trust Company of St. 
Louis prepares to number its 32,000 
checking accounts. 

The Michigan National Bank, 
Lansing, adopted a straight numeric 
sequence for computer work on its 
85,000 checking accounts, and is 
presently numbering some 200,000 
savings accounts for introduction to 
computer methods. 

The First National Bank of Boston 


also has adopted a modified numeric 
sequence for its combined total of 
110,820 accounts. Nearly 80,000 of 
these accounts are regular and spe- 
cial checking. On these accounts, the 
bank has assigned numbers by alpha- 
betical breakdown. Feeling that the 
customer chooses to be identified by 
his name rather than a number, the 
bank has found that it serves the cus- 
tomer and itself by holding close to 
alphabetical reference to accounts. 


F those banks contacted, nearly 
all had completed, or were com- 
pleting, programs of check redesign. 
The banks that offer on-premise check 
printing, of course, face the least 
difficulty in changing the design of 
their checks. At the Central National 
Bank of Cleveland where on-premise 
equipment processes a large share of 
imprinted check books for personal 
accounts, the bank may have to go to 
a 8 inch check width, but will con- 
tinue a selling program of imprinted 
checks among customers. The Na- 
tional Bank of Commerce in Norfolk, 
Virginia which imprints some 18,000 
check books a month, has already 
redesigned its checks to conform 
with A.B.A. specifications. 
Although present checks at The 
First National Bank of Oregon, 
Portland, do not meet A.B.A. en- 
coding requirements, management 
foresees no difficulty in changing the 
design because the bank supplies im- 
printed checks free to all customers. 
In the centralized imprinting depart- 
ment at Seattle-First National, the 
customer’s name and account number 
See: BANK AUTOMATION—Page 89 
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Register Check program proves profitable for the 
bank, good business for the merchants, and 
a convenient service for customers 


SELLING CHECK SERVICE 
In Retail Outlets 


HE more we learned how banks 
in other parts of the country 
were selling money orders 
through retail stores, the more we 
liked the idea. In one package, the 
plan offered a business extension 
program for the bank and an oppor- 
tunity to supply a new shopping serv- 
ice to our friends, the merchants. 
After due consideration, and par- 
ticularly after having the idea 


By 
ALDEN B. PARSONS 


Vice-President, First National Bank of 
Arizona, Phoenix, Arizona 


greeted with enthusiasm by some of 
our key retail customers, we started 
the program some 20 months ago. It 
has been fully as successful as we 
had hoped, with the result that, today, 
shoppers are saving time by buying 


their money orders along with their 
other purchases over retail counters. 

They can take advantage of the 
convenient service, for example, at 
the busy A. J. Bayless supermarkets, 
and at scores of grocery, drug and 
hardware stores in Phoenix and 
across the state. They can be served 
at such diverse places as the Gray 
Mountain Trading Post at Gray 
Mountain in the sparsely populated 


Advertising designed to help both the bank and the 128 retail stores offering the service 


Promotional pieces accompany store purchases 
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Newspaper advertisement is part of bank’s current promotion 
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Display ads announced new service in 
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you to write a personal check without a checking account. 
Checks are insured against toes from 
And you get 4 duplicate to keep 
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CONVENIENT— First National Register Checks are now available at more than 
10 lecstions throughout 


Arizona as well as at all 

‘ 41 First National Bonk offices. 
| _  SONFIDENTIAL~ You, and you alone, know for what and to 
; Check is intended. You fii it in. You sign it, It is 
' your persons] money order. 
LOW-COST First National Register Checks for any amount of money 

‘up to $250 cost only 1S¢. i 
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It’s dangerous to send cash through the mail. It’s safe to send a First 
Nationa! Check—a new money order that enables 
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x NATIONAL shopping locations and, of course, at all 


Arizona’s Oldest Bank + 4% Offices In 40 Communities * 


¢ 


G 





—— ia. 


Our unlucky lady has learned the hard 
way that sending cash through the mail 
can be a costly mistake. When you want 
to send money, send it safely-send a 
Register Check-the personal money 
order that’s as safe, convenient and 
confidential as a persona) check. Register 
Checks cost 60 little, too - only 15c for any 
amount up to $250. And they're available 
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Phoenix druggist, Dinty Moore, protects Register Check for waiting customer 


Drug and grocery stores are excellent outlets for money orders 


Indian reservation area of Northern 
Arizona, and at the desk of Phoenix’ 
big Westward Ho Hotel. 

The total figure for all of the shop- 
ping locations stands at 128 at the 
time this is being written. By the 
time the story appears in print, the 
figure will most likely be higher. 
This would be in line with our ex- 
perience of a steady increase in par- 
ticipations since the program was an- 
nounced in June, 1957. 

We should also add our own 54 
offices to the number of locations, 
since they offer the same service, 
and account for a substantial volume 
of our total transactions. However, 
figures shown later in the article do 
not include our branch sales. 

Our program, it should be ex- 


plained, has been built around the 
Register Check idea. This is well 
known to many bank officers, since 
the checks themselves are widely used 
in bank money order operations. The 
checks also have been used in a vari- 
ety of plans, similar to ours, where 
a bank-licensing is required. 

It was while we were in the devel- 
opment stage of our program that 
we found several things we liked 
about Register Checks. We think our 
conclusions are worth summerizing 
even at the risk of repeating the re- 
sults of similar studies made by 
other banks. 

First, from the viewpoint of the 
bank, we felt that the amount of 
work involved in issuing a check had 
been reduced to a minimum. In this, 


Simplified forms are prepared quickly by merchants 


Below—Three-part check form provides duplicate copies for customer’s record 
and for bank bookkeeping. At right—Transmittal slip from each store to bank 
carries general ledger posting information on reverse side 
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it is only necessary to ask the cus- 
tomer the amount desired and then 
for the issuer of the check to print 
the amount with a protectograph in 
the space desired. This is a simple, 
fast mechanical operation, since no 
date, payee’s name or bank signature 
is required. 

Second, from the customer’s view- 
point, the check has all the features 
of a personal check. It provides 
spaces for the date, the name of the 
payee, and the customer’s name and 
address. Thus, as a transmittal form, 
the check is definitely identified with 
both the sender and the payee for 
whom it is intended. Further, the 
issued check is insured against loss 
from forgery or alteration. 

Third, all checks that are sold 
through retail and other outside-the- 
bank outlets carry the name and lo- 
cation of the licensed agency. In the 
Bayless check, reproduced below, the 
firm’s trademark is shown in the 
upper left-hand corner, and the store 
number, B7, at the right. In most 
cases, however, the name and ad- 
dress are printed in type in the upper 
left space. Every agency has its own 
check forms and protectograph, sup- 
plied by the bank, as well as its own 
store window emblem and point-of- 
sale emblem. 

How the plan works in actual oper- 
ation is best described by a further 
look at the check. It is a snapout 
form, consisting of the check itself, 
a bank register copy and a custom- 
er’s record copy. As a check is issued, 
the issuer snaps out the bank copy, 
collects the amount of the check, 

See SELLING CHECK SERVICE—Page 94 
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Recent trends have brought added significance 
to this extremely sensitive, and very closely 
integrated, source of short term funds 





henewed Importance of the 


LOND 


OWHERE in the world does 
there exist a short money mar- 

ket as sensitive and as closely 
integrated as in the City of London. 
Closely controlled during World War 
II it has since 1951 come back into 
its old historical importance for both 
domestic and international short 
funds. The latter has taken on much 
greater significance, too, since the 
merging of the American account 
and transferable sterling rates by 
the British Exchange Equalization 
fund; and by the new alignment of 
European currencies at the year end. 
While the structure of the short 
money market has changed from 
generation to generation, its essen- 
tial function of providing continuous 
employment for short marginal funds 
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By F. W. MUELLER 


Chairman, Finance Department, College of Commerce, 
DePaul University, Chicago, Illinois 


remains the same. In the perform- 
ance of this function, four closely 
related institutions have emerged, 
each independent but displaying a 
remarkable integration. These four 
institutions—the acceptance houses, 
the discount market, the joint stock 
banks and the Bank of England—all 
co-operate to assure an outlet for 
marginal funds. It is the interrela- 
tionships which provide an almost 
perfect fluidity which is the great 
contribution of the short money mar- 
ket in London. 

The stock-in-trade of the accept- 
ance house is the bill of exchange. 


The bill is of course a very old device 
for effecting settlements between 
debtors and creditors. But no bill is 
better than the drawee on whom it is 
drawn. If the drawee is not well 
known, the rating of the bill could 
not be high. 

Here it was that the old “‘merchant 
banker” discovered an opportunity. 
Originally a merchant, his reputation 
for integrity and financial sagacity 
gradually spread. The logical outcome 
was that for a fee, he would under- 
take to become the acceptor, thus 
guaranteeing the payment of a bill. 
Since he chose his customers for 


Tradition adds strength to the Bank of England’s unquestioned monetary control 


Colorful contingent of guardsmen marches to duty at the Bank of England. 
Nightly guard at the Bank has been maintained continuously since 1780 





Bank Rate is posted each Thursday 
in traditional ceremony 
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Bills of exchange, stock-in-trade of acceptance houses, have regained some of early importance 


whom he would accept with great 
care, and since the latter were liable 
to him, his risk was minimized if he 
made his choice carefully. And care- 
ful his choice was, too, so superior 
in fact, that many early merchant 
bankers gave up their original busi- 
ness in favor of doing nothing but 
accepting. 

So it was that the great houses of 
Baring, Hambros, Lazard, Roths- 
child, Warburg, and others came into 
being. These houses, together with a 
dozen_others, make up the present 
day roster of the Accepting Houses 
Committee. Membership in the Com- 
mittee implies that “. .. all matters 
of legislation or regulation, duties or 
responsibilities entrusted to the 
Clearing Banks . .. are equally en- 
trusted to members of the Accepting 
Houses Committee.” It is this Com- 
mittee which standardizes and gov- 
erns the actions of its members. 

The function of accepting bills is 
the one activity common to all houses, 
and which historically has been the 
service consistently performed since 
their inception. Emphasis however 
has changed. At an early stage ac- 
ceptances were predominantly inland 
bills, and at a later date, up to World 
War I, foreign bills dominated. The 
acceptance business after World 
War I never regained its earlier im- 
portance, and with the advent of the 
30’s, was forced even further into 
the doldrums. Several developments 
were responsible: the increased use 
of the bank overdraft; the growth 
of the treasury bill and the direct 
financing of many activities by cen- 
tral governments. Since World War 
II, however, there has been a renais- 
sance of activity. Currently, it is esti- 
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mated that the monthly average of 
acceptances outstanding runs around 
£500 million to £600 million. 

But the granting of acceptance 
credits is only one of many activi- 
ties engaged in by the modern ac- 
ceptance house. For historic reasons, 
some or all of them undertake the 
functions of issuing houses, receive 
money on deposit, and perform in- 
vestment and trustee services for 
their clientéle. Three are active in 
the bullion market, and one actually 
owns a refinery, while another carries 
on an insurance business. Nor are 
their “merchant” activities com- 
pletely outmoded, since the market- 
ing and production of timber in the 
U.K., trading in rubber, and in coffee, 
claim the skills of others. Three of 
the houses are active in the gold 
market. It is the acceptance busi- 


ness, however, which each carries on 
that ties them together historically 
and is the activity common to all. 

A second important foundation 
stone of the London short money 
market is the discount house. Twelve 
of the important discount houses are 
joined together in the Committee of 
the London Discount Houses which 
determines the standard of opera- 
tions for its members. Collectively 
these houses are the discount market. 
This market too, has had its struc- 
tural changes. It first came into exis- 
tence in the late eighteenth and 
early nineteenth centuries, and per- 
formed the service of collecting bills 
sent in from the developing indus- 
trial areas which needed funds, and 
selling them to the banks in the rich 
agricultural areas which were long 

See SHORT MONEY MARKET —Page 91 


Discount houses comprise another pillar of London money market 


Dealing room of Gillett Bros. Discount Co. Ltd., London 
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To provide adequate substitutes at all times in 
many branches is no small problem. Here 
is one bank’s flexible, orderly answer 


Kor Stall Absentees: 
1 PERSOMVEL RELIEF POOL 


By 
NORMAN W. BERRY 


Vice-President, 
National Bank of Detroit, 
Detroit 32, Michigan 


ATIONAL Bank of Detroit with 
its 64 branch offices is often 
asked: “How do you maintain 

efficient customer service in all your 
offices, meet work deadlines, keep em- 
ployee morale high, all at minimum 
cost, when many members of your 
staff are on vacations, away because 
of illness, or absent for other rea- 
sons ?” 

The answer is our General Relief 
Staff. This staff is a group or pool 
of full-time, fully-trained employees 
which includes managers, assistant 
managers, tellers, bookkeepers, and 
clerks. They fill positions throughout 
the bank’s branch office system when 
temporary vacancies occur because 
of illness, vacations, or other reasons. 

The purpose of the Relief Staff is 
two-fold: first, to maintain the bank’s 
high standards of customer service; 
and second, to meet work deadlines. 

Of course, there are several ways 
in which replecements for absentees 
could be handled with a relief staff. 
One alternative would be to over- 
staff each branch office end let it pro- 
vide its own replacements. Obviously, 
this would prove too expensive. 

Another way would be to establish 
a subject-to-call staff for each office. 
The problems here are many. The 
major objection, however, is that ex- 
perience has shown that most people 
are unwilling to work on this basis. 
This method would also require 
training more people than actually 
needed, which would be costly, in 
order to insure meeting temporary 
placement needs. Under this system, 
work performance could not be effi- 
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At main office, T. F. Thrasher (left) and T. B. Gallagher handle all relief 
staff assignments for 64 branch offices, spotted on the map at the far left. 


Plan provides well-trained replacements, maintains efficiency 


ciently maintained because there 
would be time gaps between work as- 
signments. 

A third alternative would be to 
maintain no vacation and illness re- 
lief staff and have no replacements 
at all. The objection to this is that 
customer service would suffer, and 
the branch staff would have to “dou- 
ble up” on their jobs to get the work 
done. This “doubling up” would be 
impossible from the personnel stand- 
point because each branch office oper- 
ates at or near peak efficiency at all 
times. : 

Our experience has shown that va- 
cation and illness absences can best 
be met through a personnel pool type 
of organization such as the General 
Relief Staff. 

The administration of National 
Bank of Detroit’s General Relief 
Staff is relatively simple and rests 
with the department in charge of 


branch system operations and per- 
sonnel—the Branch Department. It 
is the prime responsibility of this 
department to see that branch offices 
operate at peak efficiency. 

The Branch Department estab- 
lishes vacation schedules for the 
branch system personnel and is well- 
acquainted with absence require- 
ments. Over the years, absenteeism 
has pretty well established a set pat- 
tern so now it is comparatively easy 
to anticipate each day’s require- 
ments. Of course, there are varia- 
tions from the standard pattern at 
times due to unusual or unexpected 
conditions but, in the main, the pat- 
tern is well-established. 

Knowing the predetermined factor 
of the approximate number of peo- 
ple involved in vacation and illness 
absences, it becomes a matter of de- 
termining the needed replacements. 
Absences from the General Relief 
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Checking address on file card to see 
if relief staffer is located convenient 
to a particular job assignment 





Making branch assignment on daily 
requirement sheet at right, and on 
employee’s personal record form 





€ i stn. i 
Noting a completed assignment sheet 
for the week ahead, for a regional 
grouping of NBD branch offices 





Scanning branch vacation schedule to 
determine relief requirements 


Steps in a systematic routine 
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Capable relief staffers fill temporary gaps in branch ranks 


Staff also have to be taken into con- 
sideration and are handled within 
the group itself. 

Experienced people are drawn 
from branch office personnel who, in 
turn, are replaced by qualified em- 
ployees from the bank’s training 
pool. The number of employees (per- 
centage-wise) required to maintain 
this staff varies according to the 
number of people on the regular 
branch office staffs and the bank’s 
vacation policy. National Bank oper- 
ates under a policy which permits no 
more than ten per cent of its regular 
staff people to be away on vacation 
at any one time. For the branch office 
system this policy applies in each 
job category, i.e., management, teller, 
bookkeeper, and clerk on the basis of 
seniority in order to give employees 
maximum opportunity for a choice 
of vacation dates. Because of the 
number of employees on branch 
staffs, vacations are spread through- 
out each month of the year. This 
makes for full utilization of the re- 
lief staff. 

The first step in forming a Gen- 
eral Relief Staff is to determine the 
number of people required to provide 
relief for vacations, illnesses, and 
other absences. 

Next, the matter of selection of 
personnel is important. People se- 
lected should range in ability from 
average to superior, since they will 
be relieving people in like categories. 
In the selection; the employee’s resi- 
dence is important. The bank’s 64 
offices are located throughout metro- 
politan Detroit within a 25-mile 
radius, and all branch offices require 


replacements at one time or another. 
Therefore, whenever possible, the 
residences of the members of the 
staff should be consistent geo- 
graphically with branch locations to 
insure minimum travel time. 

Then comes operation and control. 
Upon completion of the physical part 
of the relief staff organization, a 
daily assignment control plan is pre- 
pared. National Bank of Detroit 
uses a 3 x 5-inch card control system 
in conjunction with a daily assign- 
ment sheet. A control card is pre- 
pared for each person assigned to 
the General Relief Staff. It lists the 
individual’s name, job classification, 
home address, and home telephone 
number. 


RANCHES are grouped in four 
regions and each Friday, weekly 
assignment sheets are prepared for 
each region for the following week. 
The sheet is ruled both horizontally 
and vertically with seven evenly- 
spaced vertical columns. Horizontal 
lines are spaced one inch apart. The 
first vertical column on the left is 
headed “Region” and shows the re- 
gion number. The remaining six 
columns are labeled “Name of 
Month” and then the day and date: 
“Monday,” “Tuesday,” ‘“Wednes- 
day,” “Thursday,” and “Friday.” 
Under the heading “Region” are 
listed the names and numerical 
designations of each branch office in 
that region, one branch per space. 
Each Friday the vacation schedule 
is checked, the names of the em- 
ployees on vacation are recorded in 
See PERSONNEL RELIEF STAFF—Page 90 
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Pennsylvania banker cites benefits of 
well-integrated set of legal rules 





Five Years With the 
UMFORM COMMERCIAL CODE 


HE Uniform Commercial Code 

took effect in Pennsylvania as of 

July 1, 1954 but it was enacted 
into law in April 1953, with the result 
that bankers in Pennsylvania have 
been studying the Code intensively 
for 5% years. It is interesting to note 
that the Code has been passed by 
Massachusetts and Kentucky and 
will be introduced in the legislatures 
of over a dozen states in 1959, and 
doubtless it is being studied in a 
number of other states. 

Work on drafting the Code started 
in 1940, which means that over 18 
years have been spent in drafting 
and perfecting it. Thousands of man 
hours have gone into this project 
and the present version represents 
the fourth complete draft. Thus, it 
will be seen that the Code was not 
conceived in haste but was a product 
of careful preparation. Many men 
have worked on it from all walks of 
life, including bankers. 

The Code represents but few 
changes in fundamental principles of 
law and it provides for greater sim- 





By 
SHALER STIDHAM 
Vice-President, 


The Philadelphia National Bank, 
Philadelphia 1, Pennsylvania 


plicity and clarity of previously ex- 
isting law. It removes inconsistencies 
and resolves previously existing 
doubts and ambiguities. It fills in 
gaps in prior laws and removes 
sources of confusion and eliminates 
conflicts. The Code does away with 
technicalities which previously con- 
stituted traps to even wary business- 
men and bankers. It provides an- 
swers where none existed before and 
it contributes greatly to certainty 
and economy. With ‘the Code, com- 
mercial law is much easier to find 
with the result that every attorney 
can now be an expert on commercial 
law. Principles are stated concisely 
and directly in the Code, whereas 
prior to the adoption of it these prin- 
ciples could only be uncovered as the 
result of painstaking research by 
legal experts in commercial law. 


Floating inventory lien covers merchandise from arrival as raw material 


x 


The remarks made in the above 
paragraph hold true even though 
prior to the Code, Pennsylvania had 
a better than average set of com- 
mercial laws. It had the following 
uniform acts: Negotiable Instru- 
ments, Warehouse Receipts, Sales, 
Bills of Lading, Stock Tranfer, and 
Trust Receipts. In addition, prior to 
the Code it was possible to use the 
Bailment Lease which was a very 
useful lien device from the standpoint 
of a lender or seller. 

Article IX (Secured Transactions) 
is the article containing the greatest 
number of changes and innovations 
of interest to bankers’ and therefore 
our attention will be concentrated on 
it. First. however, we will briefly dis- 
cuss the other articles. 

Article I consists of definitions, 
principles of interpretation, con- 
struction and application. It declares 
a basic policy of the Code to be “to 
permit the continued expansion of 
commercial practices through cus- 
tom, usage and agreement of the 
parties.” 
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TABULAR OUTLINE OF SECURED TRANSACTIONS— 
ARTICLE 9, UNIFORM COMMERCIAL CODE 
. 


JAMES TV VERGAR Cocsne! end MURDOCH K GOODWIN. dctivtent Concrer 
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Recommended aids to Code study 


Article II covers sales and super- 
sedes the Uniform Sales Act which 
was promulgated 52 years ago. It is 
designed to bring the law abreast of 
today’s business practices. Previously 
existing ambiguities have been elim- 
inated and varying court interpreta- 
tions have been resolved. In addition, 
it covers a wide range of problems 
not now embraced in the Uniform 
Sales Act. Of the 111 sections of Ar- 
ticle II, approximately one-third (37) 
reduce to statute a number of rules 
presently embodied only in case law 
and business practices. 

Articles III and IV replace the 
Negotiable Instruments Law, and 
state the law covering deposits and 
collections of checks and notes. These 
articles state in modern terms the 


- »- - and manufacturing 


rules regarding many millions of 
daily transactions and thus elim- 
inate the necessity for the fine print 
on bank forms. Prior to the Code, 
there were some 80 sections of the 
Negotiable Instruments Law which 
had different meanings in different 
states. All of these variations in in- 
terpretations have been corrected, in- 
asmuch as the framers of the Code 
selected the better court rulings and 
made them rules of law in the Code. 
Pennsylvania bankers have found 
that various problems in this area 
can now be solved much more easily 
than was the case prior to the adop- 
tion of the Code. 

Article V covers letters of credit. 
Most states have little or nothing in 
the way of court decisions pertaining 
to letters of credit. Article V codifies 
the decisional law of letters of credit, 
most of which represents cases de- 
cided in the courts of New York. The 
use of letters of credit is on the in- 
crease and this gain will be aug- 
mented by the opening of the St. 
Lawrence Seaway. 

Article VI represents a model law 
on bulk transfers. Article VII re- 
places the Uniform Bills of Lading 
Act, the Uniform Warehouse Re- 
ceipts Act and the portions of the 
Uniform Sales Act dealing with docu- 
ments of title. This article eliminates 
numerous overlappings and duplica- 
tions in the previous Acts. 

Article VIII deals with investment 
securities and replaces the Uniform 
Stock Transfer Act. This Act should 
be particularly helpful to bankers in- 
asmuch as before the Code there were 
numerous provisions which could 
only be found in case law. Today, 
bankers can turn to Article VIII and 
find the necessary answers. Further- 
more, Article VIII makes it impos- 
sible for transfer agents to continue 
to dream up requests for multitu- 
dinous documents when fiduciaries 
apply for transfer of securities. 











Article IX of the Code, on secured 
transactions, fills in many gaps in 
previously existing law and elim- 
inates a number of inconsistencies 
which plagued us prior to the adop- 
tion of the Code. 

Formerly, loans predicated upon 
the pledge of collateral were all too 
often reduced to unsecured loans sim- 
ply because of some absurd tech- 
nicality. Again and again, perfectly 
proper pledges were upset by court 
decisions based upon form alone, as 
opposed to substance, intent and 
moral rights. Many examples could 
be cited, such as the upsetting of 
pledges of inventory under field 
warehousing arrangements and/or 
factors lien simply because the re- 
quired signs had inadvertently been 
placed upon the storm door instead 
of the regular door, or the signs had 
been removed unbeknownst to the 
banker. Other pledges were upset 
merely because of a lack of, or an 
incorrect form of affidavit or ac- 
knowledgment. 


URTHERMORE, a deficiency 

clause in a bailment lease or a 
conditional sales agreement some- 
times resulted in the courts ruling 
that the transaction was actually a 
chattel mortgage, and inasmuch as 
the bailment lease or conditional sale 
was not recorded as a chattel mort- 
gage must be, the pledge could be 
nullified. Prior to the adoption of the 
Code, the manner, time and place of 
recording or filing were too often all 
important. For example, in New 
Jersey, a chattel mortgage must be 
filed simultaneously with the signing 
and execution of it—no one has yet 
been able to answer the question as to 
how a chattel mortgage can be exe- 
cuted and filed at the same moment. 

We have found that the existence 
of the Code has enabled us to dis- 
pense with a number of procedures 
which we formerly found necessary 


. +. even though unidentifiable in finished product 











Code eliminates “secret liens’’ 


in secured lending. This has made it 
possible for us to effect appreciable 
savings in clerical expense, and yet 
our legal position is much stronger 
now than it was before the Code. 
Who benefited from the fact that 
perfectly proper pledges of collateral 
were upset from time to time because 
of absurd technicalities? Certainly, 
the borrowers did not benefit because 
the problem of technicalities resulted 
in their being denied credit which 
they would otherwise have been 
granted. One can even argue that un- 
secured trade creditors did not bene- 
fit by virtue of the fact that some 
of their customers went out of busi- 
ness because bankers and finance 
companies felt that they could not 
safely extend credit on a secured 
basis under those laws and practices. 
About the only group which bene- 
fited were lawyers specializing in 
bankruptcies and receiverships. 


NDER the Code, the function and 

intent are the controlling fac- 
tors, instead of the form or techni- 
cality. The Code spells out many rela- 
tionships in considerable detail, 
which is all to the good because this 
provides a much better measure of 
security than the banks in Pennsyl- 
vania formerly had. This does not 
mean that the various forms are 
more complicated and more numerous 
under the Code—quite the reverse, 
the forms are fewer in number and 
far simpler than those to which we 
were accustomed. At the same time, 
we have attained a much better meas- 
ure of security than we had before 
the Code was adopted. We have found 
operation under the Code to be quite 
simple and painless. 

We will discuss the financing on a 
secured basis of the acquisition by 
borrowers of raw materials, then we 
will take up the problem of the 
processing of the raw materials, and 
the financing of the inventories of 
finished goods. The next part of the 
discussion will treat with the financ- 
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ing of the sale of merchandise to the 
ultimate consumer, which will include 
the financing of accounts receivable, 
notes receivable, or chattel paper 
arising out of the sale of goods. The 
aim of this report is to highliglit 
the changes which we have made in 
our procedures, practices and forms. 

Prior to the Code, the acquisition 
of raw materials could only be 
financed to a limited degree, using 
the mediums of trust receipt financ- 
ing, the Factors Lien Act or a field 
warehousing arrangement. All three 
of these procedures were rather com- 
plicated, and liens could be easily 
upset if procedures were not carried 
out to the letter of the law. Trust 
receipt financing could not be used 
for the financing of raw materials 
already in the possession of the bor- 
rower, and instead the bank had to 
pay for the merchandise itself or as- 
sume the obligation to pay for it and 
then turn it over to its customer on 
a trust receipt. The bank had to be 
able to identify its collateral at all 
times, and its legal position was put 
into jeopardy if it did not insist that 
the borrower account for all of the 
proceeds arising out of the sale of the 
merchandise. Furthermore, the total 
monies advanced could not be secured 
by a pool of the raw materials, and 
instead each trust receipt constituted 
a separate transaction. 

The Factors Lien Act was new in 
Pennsylvania, and had only been used 
to a very limited extent before the 
adoption of the Code. It was poorly 
drafted and had rather rigid require- 


ments for filing and the posting of 
signs. The items securing advances 
had to be described in some detail 
and constantly reported to the lend- 
ing bank. There was no provision in 
the Act for temporary surrender of 
possession for outside processing 
such as dyeing. All in all, the ma- 
chinery under the Act was too cum- 
bersome and costly to be used for 
other than the acquisition of items 
of considerable value. 


IELD warehousing was used prior 

to the Code both so as to provide a 
bank with a legal lien on the mer- 
chandise and so as to enable a bank 
to know at all times precisely what 
its collateral was. Now it is employed 
only for the latter purpose inasmuch 
as the filing of a financing statement 
provides the legal lien. In non-Code 
states the law requires that the field 
warehouseman maintain what is de- 
scribed as notorious possession of the 
merchandise. The operation of some 
field warehouses is so loose as to raise 
a real question as to whether or not 
notorious posssession is being main- 
tained. The law in non-Code states 
also requires that signs be posted, 
and that they must be readily visible 
—which always raises the fear of 
someone removing or tampering with 
the signs. The Code does not require 
the filing of a financing statement for 
a field warehousing operation, but it 
permits filing and if this is done a 
banker need not worry as to whether 
the warehouseman maintains noto- 
rious possession or signs are posted. 
See UNIFORM COMMERCIAL CODE—Page 97 


“Code has reduced our work load, improved our legal position” 


Author compares security agreement and financing statement used under the 
Uniform Commercial Code with the mass of documents (on desk) that are 
needed in most states for a valid lien on accounts receivable 
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In a realty project at Wild Goose Cove, 
Mr. Clutehbill baits a sly trap 






THE DECOVED BANK DIVIDEND 


By 
FRED COPELAND 
Illustrated by Chas. Herzog III 


66 R. Spearhawk, did you ever 
sleep at one of these elabo- 
rate modern motel courts?” 

asked Director Clutchbill innocently 

as he mounted slowly to his brother 
director’s veranda. 

“Why should I when I got a bed 
right here?” croaked Mr. Spearhawk 
waving a crooked piece of wire in 
one hand with which he was mending 
a mosquito hole in the screen door. 

“Should think you’d like to join 
the chariot race and see the world.” 

“Hm’f!I can scarcely get down to 
the post office now without getting 
a smashed fender.” 

“IT was hoping to get you out on 
the road at a quiet time of day for a 
tour to-scratch up a loan or some 
profitable trade ... the Ferndale 
National Bank needs a shot in the 
arm of some kind if we pay a divi- 
dend again.” 

“We've got too much auto, televi- 
sion, radio, washing machine and 
power mower paper,” snapped Mr. 
Spearhawk with a hysterical yelp 
as he pricked his finger. 

“Why not make a stab then into 
some spine-shaking deal in keeping 
with the present tempo of America 
on wheels . . . a whiz-shot in the tail 
to jack up the undivided profits ac- 
count?” 

“Remember, Aaron, the govern- 
ment frowns on slight of hand stuff.” 

“Something real, then ... some 
real estate trade.” 

“It is wrongful for us to build up 
a real estate account.” 

“I mean something sort of legal. 
smokeless and silent like a plot of 
land for a branch bank, loosely 
speaking.” 

“Too dangerous,” uttered Mr. 
Spearhawk shaking his head. 

“There’s an awful rush of folks 
on the lake shore this year. I mean 
to get in someway on the flow of 
loose money. It’s your duty as a di- 
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One great goose after another went into frantic reverse as they 
saw Mr. Clutchbill’s pink array of ducks and cranes 


rector to taxi me over there for a 
look. We can go early in the morning 
over the mountain road before the 
stampede breaks loose from the 
motel courts.” 

“I dread it but I suppose as a 
chore of a director I’ll have to do it 

. . em-m, at ten cents a mile!” 

“Shouldn’t come to over $15, then. 
I’ll be over at six o’clock in the morn- 
ing!” 

Shortly after the next day’s sun- 
rise Mr. Spearhawk’s ancient black 





sedan finally topped the mountain 
road and cast its bulbous front lenses 
on a dim and far distant streak of 
silver lake on the western horizon 
with a back-drop of one of the na- 
tion’s most prime summer play- 
grounds. 

Ten miles across a level valley the 
car crawled through the inland vil- 
lage of Runtville, and Mr. Clutchbill 
suddenly pointed. 

Off the tip of his forefinger stood 

See DECOYED BANK DIVIDEND—Page 95 
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"Liberty and Union, Now and Forever, 


” 


One and Inseparable ae 


Chevalier Gaetano 
Trentanove of Florence, 
Ttaly, sculptor. Dedicated 
January 18, 1900. 

















~ Ollie Atkins 


| DANIEL WEBSTER | Reproduced above is a sculptured representation of the scene in 
—_—_ | 











| the Senate Chamber on January 27, 1830, when Webster uttered 
ee 
the above immortal words in his celebrated “Reply to Hayne’. 


This panel appears on the pedestal supporting the Webster statue which 
stands in the little triangle west of Scott Circle. 


The Riggs National Bank is proud to recall that this renowned statesman 
and orator was a long-time customer and his signature above* was taken from 
one of his checks in our historical collection. 


Today, as in Daniel Webster's day, Washington’s Great Historic Bank is 
seeking to provide the BEST in sound banking services for our customers 
and correspondents. Your inquiry is cordially invited. 


The RIGGS NATIONAL BANK 


of WASHINGTON, D.C. 
FOUNDED 1836 + LARGEST BANK IN THE NATION’S CAPITAL 





Member Federal Deposit Insurance Corporation ® Member Federal Reserve System 
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The Federal Reserve’s 
Embattled Position 


On March 26, 1959, George Harold 
King, a lumber processor and cattle 
raiser from Canton, Mississippi took 
the oath of office as a Member of the 
Board of Governors of the Federal 
Reserve System, five months prior to 





GEORGE H. KING, Jr. (left) 


New Reserve Board Governor 


his 39th birthday. More than 100 of- 
ficials of public or private financial 
institutions looked on as Federal 
Judge Burnita S. Matthews officiated. 

During the reception that followed, 
Governor King genially accepted con- 
gratulatory expressions and heard 
hopes voiced that he would be 
“around here a good long time.” 

No stranger to the Federal Re- 
serve System, the former Board 
Chairman of the New Orleans 
Branch of the Federal Reserve Bank 
of Atlanta had a pretty good idea of 
the job he was taking on. But to 
those attending the event, most of 
whom had been through it several 
times before, the question was: 
“Does anyone ever fully comprehend 
the Federal Reserve?” 

Congress, in providing a normal 
term of office of fourteen years, re- 
newable at the pleasure of the Presi- 
dent, was obviously impressed with 
the complexity of the job and the 
time required for a newly installed 
Governor to become effective. Ob- 
servers with fairly long memories 
can recall when a Governor with a 
spectacular business record behind 
him served for a few months and 
suddenly quit. 
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By JOHN DONOGHUE 
Washington Correspondent 


Popularity is not one of the re- 
wards for service on the Federal 
Reserve Board. Criticism comes from 
all directions, and the correct course 
of action is invariably hard to choose 
because some of the very laws are 
contradictory. 

The key to the whole problem is 
the cost of money—the interest rate. 
The Federal Reserve has a great deal 
of influence in the process by which 
interest rates are set, as Congress 
intended; but to contend, as some 
do, that the Federal Reserve estab- 
lishes interest rates is to deny the 
existence of a free market. 

The Federal Reserve holds to the 
principle that a balanced Federal 
budget is essential to a stable price 
level. That is an unpopular doctrine, 
particularly among legislators of 
“liberal” persuasion. Organized labor 
and farmers’ groups naturally resist 
interest rates which represent the 
true cost of money, when by political 
action they can endeavor to depress 
interest rates. 

These resentments were well 
known and anticipated when the Fed- 
eral Reserve System was designed. 
The reason for establishing twelve 
regional banks instead of only one 
central bank was to allay the fear 


that a single bank would become the - 


pawn of Wall Street. When Thomas 
B. McCabe was nominated to be a 
Board Member in 1948, Senator J. 
William Fulbright, Democrat of Ar- 
kansas, made a strong Senate speech 
against confirmation, not because 
Mr. McCabe was a Republican but 
because he came from Philadelphia. 

Other conditions have added to the 
complexity of a Reserve Governor’s 
task. Chief among these are the num- 
ber of ancillary jobs that Congress 
has tossed at the conveniently wait- 
ing Federal Reserve. A Governor 
once remarked: “Here we are, a 
seven-judge Supreme Court of Bank- 
ing, and we have to spend 80 per 
cent of our time doing someone else’s 
administrative work.” 

The Bank Holding Company Act 
of 1956, for example, created a sepa- 
rate and distinct load for the Board 
to carry. The Board seemed to be 
the logical choice from the beginning, 
owing to its broad experience in the 
specialized field of banking and par- 
ticularly in monitoring the competi- 


tive effects of holding companies. For 
all the logic, however, it remains a 
burden. 

There is perhaps less justification 
for giving the Federal Reserve 
Board the job of determining stock 
purchase margin rates. While shift- 
ing of margin rates does have an 
effect of increasing or lowering the 
volume of credit against securities, 
the real purpose is to influence the 
volume of trading so as to regulate 
prices that may be running too high 
or sagging too low. Keeping this 
function in the Federal Reserve is a 
throwback to when there was no Se- 
curities and Exchange Commission. 

During war years the Board had 
credit controls of various types to ad- 
minister, and these engendered a 
great deal of unpopularity. But in 
wartime, everyone has to accept un- 
wanted burdens and the Federal Re- 
serve was no exception. When World 
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%Deposits Dec. 31, 1958, 
$293,889,593 


Home Office 
Phoenix, Arizona 
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54 Offices in 40 Communities 
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‘s| 2950 miles from sea! 








Everyone knows that the enlargement of the St. 
Lawrence Seaway will make Chicago one of the busiest 
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seaports in the world. 
But the Continental didn’t wait for it. 


For more than 75 years, our International Bank- 
ing Department has grown to become one.of America’s 
biggest and busiest. On a typical day, we'll exchange 
1454 pieces of correspondence that talk our customers’ 


language in everything from Hungarian to Hindustani. 


What’s more, the officers of our International 
Banking Department are constantly making personal 
calls on bankers and business men everywhere from 
Holland to Hong Kong. You can get first-hand infor- 
mation from “‘the man who has been there.” 


Why not make our International Banking De- 
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33,500 banking offices all over the world. 
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War II and the Korean War were 
over, public clamor rose to a high 
pitch and the Federal Reserve was 
the target. 

Memory goes back ten years to a 
Joint Economic Committee hearing 
where all these perplexities and 
frustrations were being discussed. 
The late Senator Robert A. Taft was 
questioning Edward E. Brown, pres- 
ident of the First National Bank of 
Chicago. 

“Why would a man be willing to 
become a Member of the Board, any- 
way ?” asked the Senator. 

“Well,” drawled the white-thatched 


banker with a grin, “maybe it’s nice 
to be called ‘Governor’.” 

So even this job has its compensa- 
tions. 


4 4 a 


Amendment Abolishes 
Central Reserve Cities 


Senator Prescott Bush, Republican 
of Connecticut, who has frequently 
saved banking legislation from chok- 
ing to death by offering timely, life- 
saving amendments, may have res- 
cued the bill to permit banks to re- 
gard vault cash as satisfying, in part 
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at least, the reserves required of 
member banks. 

The bill also rearranges the re- 
quirements geographically, eliminat- 
ing entirely the designation of “cen- 
tral” reserve city for New York and 
Chicago, and altering somewhat the 
rules for designating reserve city 
and country banks. 

Mr. Bush’s amendment, adopted 
by the Senate Banking Committee 
following testimony by bankers and 
Federal Reserve officials, struck from 
the bill the passage which would have 
retained the central reserve city clas- 
sification while reducing the range 
of permissible reserve levels to be 
the same as reserve city banks. 

C. Canby Balderston, vice-chair- 
man of the Federal Reserve Board, 
said the Board would gladly agree 
with cutting the New York-Chicago 
reserve range from the present 13-26 
percent down to the reserve cities’ 
10-20 percent. However, the Board 
spokesman would not agree to abol- 
ishing the classification altogether, 
holding that it is “essential in order 
to make it possible to deal with any 
undue concentration of available re- 
serves in money market centers, such 
as has happened and might arise 
again in the future.” 

In short, The Reserve Board did 
not wish to give up its power to deal 
with New York and Chicago banks 
as special cases, although a closer 
range of differentials would be ac- 
ceptable. 

New York and Chicago bankers 
called the central reserve city clas- 
sification an “unwarranted discrim- 
ination” which, if it was ever valid, 
has long since gone out of date. 

The American Bankers Associa- 
tion supported the bill without in- 
volvement in the not-too-critical is- 
sue between the Reserve Board and 
the central reserve city banks. Daniel 
W. Bell, chairman of the ABA Com- 
mittee on Legal Reserve Require- 
ments, and board chairman of the 
American Security and Trust Co., 
Washington, D.C., emphasized that 
the nation’s growing economy will 
need additional bank credit, deposits 
and currency. He reflected previous 
remarks by Reserve Board Chair- 
man William McC. Martin that the 
structure of required bank reserves 
is propped up too high and should 
be permitted to draw down, with a 
form of gradualism so that inflation- 
ary effects may be avoided. 

Testifying with Mr. Bell were 
David M. Kennedy, chairman of the 
Continental Illinois National Bank 
and Trust Co. of Chicago, and H. 
Monroe Kimbrel, executive vice pres- 
ident of the First National Bank of 
Thomson, Georgia, chairman of the 
ABA Federal Legislative Committee. 
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The bill’s principal charm is the 
vault cash feature, which is appeal- 
ing to country banks. Testimony de- 
veloped that the country banks, not 
having easy access to sources of im- 
mediate cash, maintain vault cash 
many times greater, proportionally, 
than reserve city banks; central re- 
serve city banks, viewed on a ratio 
basis, maintain very little vault cash 
in relation to total deposits. 

In testimony before the House 
Banking Subcommittee headed by 
Representative Paul Brown, Dem- 
ocrat of Georgia, Representative 
Wright Patman of Texas bore down 


heavily on what he termed a transfer 
of some $25 billion of money creat- 
ing power from the Federal Reserve 
System to the private banks. He ques- 
tioned whether the banks need this 
“subsidy” in order to make livable * 
incomes, and in a lengthy statement 
expressed opposition to the whole 
plan. 
a . Sd 


Bank Merger Bill 
May Yet Be Passed 


More and greater complexities 
seem to pop up in the legislative path 
toward enactment of the Federal 
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agencies’ bank merger regulatory 
bill. It looked for a time like Senator 
J. Allen Frear, Democrat of Dela- 
ware, had hit upon the solution—an 
amendment which relates the amount 
of Justice Department collaboration 
to the urgency confronting the re- 
sponsible bank supervisory agency, 
in degrees. This may yet represent 
the solution. 

The Frear amendment seemed to 
balance off the claim of the Justice 
Department that its attorneys should 
have a look-see at proposed bank 
mergers for their effect on competi- 
tion, just as they have in other cor- 
porate mergers. The supervisory 
authorities hold that very often the 
urgency of effecting a merger before 
a bank fails outweighs competitive 
angles, for the welfare of the com- 
munity. 

According to Mr. Frear, these 
views are really not very far apart, 
Both are strongly backed. There is 
an onrush of bank mergers much like 
the bank holding company expansion 
which immediately preceded the en- 
actment of legislation in that field, 
and undoubtedly hastened the deci- 
sion. Something of the same nature 
is foreseen on bank mergers, with a 
dash toward mergers speeding up 
and making more certain the passage 
of regulatory legislation. 

So while the advocates of a De- 
partment of Justice veto have in- 
sisted on their point, and supervisory 
agency spokesmen insist on having 
specialized knowledge of the intrica- 
cies of banking, the middle-road view 
taken by Mr. Frear, and adopted by 
his Committee colleagues (with a 
few dissents), seems to be the way 
out. 

Accordingly, under the Frear 
amendment, the Attorney-General is 
allowed 30 days after notification to 
prepare a report on the competitive 
factors for consideration by the ap- 
propriate supervisory agency. When 
there is some urgency, the banking 
agency may reduce this period to 10 
days. Finally, when the banking 
agency is up against an obvious case 
of merger-at-once or suffer a bank to 
fail, with attendant public incon- 
venience and suffering, it may pro- 
ceed at once. 

In any case the State banking su- 
pervisors are protected. The Federal 
agency cannot express itself on a 
State bank case until the State su- 
pervisor has given approval. The only 
area of possible conflict in this re- 
spect is when the State supervisor 
approves a merger, but is overruled 
by the Federal banking agency. 
Even in this case, the merged bank 
could operate without benefit of Fed- 
eral Reserve membership or FDIC 
insurance. 
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LEWIS H. BOND 


President of Fort Worth National 


The recent death of Estil Vance, 
president of The Fort Worth (Texas) 
National Bank, 
brought several 
shifts in top man- 
agement  posi- 
tions. New presi- 
dent of the bank 
is Lewis H. Bond 
who joined Fort 
Worth National 
in 1952 as petro- 
leum engineer. 
James E. McKin- 


si aehavermetenes d ney, chairman of 


J. A. CLARKE W. H. PETERSON 


Advance at Texas bank 


the executive committee, has also 
been named chief executive officer, 
and Vice-Presidents Joe A. Clarke 
and W. H. Peterson have been ele- 
vated to executive vice-presidents. 

* 

The board of directors of First- 
america Corporation, San Francisco, 
has authorized the completion of the 
exchange offer to shareholders of the 
California Bank, Los Angeles, where- 
by the holding corporation will gain 
control of 97 per cent of the bank’s 
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outstanding stock, and has elected 
Frank L. King, president of Cali- 
fornia Bank, board chairman and 
chief executive officer of Firstamerica. 
Clifford Tweter, executive vice-presi- 
dent of California Bank, has been 
elected.to the same position at First- 
america. Merger with First Western 
Bank and Trust Company has been 
delayed due to a complaint filed by 
the U. S. Department of Justice. The 
complaint charges that the merger, if 
completed, would be violating the 
Sherman and Clayton Antitrust-Acts 
by reducing banking competition in 
California and the other 10 Western 
states where Firstamerica holds a 
controlling interest in a group of 23 
banks. 


. 


Newly-elected treasurer of the 
Chamber of Commerce of the United 
States is Clarke Bassett, senior vice- 
president and director of the First 
National Bank of Minneapolis. 

. 


Several management changes have 
followed the recent appointment of 
DeWitt A. Forward to vice-chairman 
of The First National City Bank of 
New York City. C. Sterling Bunnell, 
senior vice-president, has assumed 
Mr. Forward’s former duties as chair- 
man of the bank’s money committee 
and overall supervisor of credit pol- 
icy. Replacing Mr. Bunnell in the 
supervision of the western group and 
the national services group is George 
C. Scott, senior vice-president. Mr. 
Scott, in turn is succeeded as deputy 
in charge of the New York branch 
division by James M. Nicely, senior 
vice-president. 

Vice President John E. Thilly be- 
comes administrative assistant and 
personnel officer in addition to his 
duties as senior supervisor of opera- 
tions in the branches. Robert B. Sil- 
leck, vice-president, has been placed 
in charge of the correspondent bank 
department, succeeding Highland C. 


Moore, vice-president, who has be- 
come head of the credit department. 
Charles O. Stapley, assistant vice- 
president, will supervise the loan and 
credit section of the national division 
and will be associated with Robert 
Swanson, assistant vice-president, in 
the administration of the finance 
companies department. 
. 


Paul I. Wren has been elected ex- 
ecutive vice-president of the Old 
Colony Trust Company, Boston. 

7 


Two new vice-presidents have been 
named at The Chase Manhattan Bank, 


F. M. BROWN W. F. FEENEY 


Chase Manhattan vice-presidents 


New York City. They are Floyd M. 
Brown and William F. Feeney. Mr. 
Brown, who joined the. bank in 1926, 
serves in the real estate and mort- 
gage loan department. Mr. Feeney, 
in charge of check processing in the 
bank operations department, has been 
with the bank since 1920. 


+ 


Jonathan §S. Raymond has been 
appointed chairman of the executive 
committee at the Mellon National 
Bank and Trust Company, Pittsburgh. 

Roy E. Motto has been appointed 
auditor of Mellon National. 

* 


Six vice-presidents, six second vice- 
presidents, and two trust officers have 
been named at the Continental Illinois 


Four men fill important posts at First National City 


Cc. S. BUNNELL G. C. SCOTT 


J. M. NICELY R. B. SILLECK 














National Bank, Chicago. The vice- 
presidents are William F. Babcock, 
Clifford S. Nelson, Eugene J. Tamillo, 
William A. Noonan, Jr. Ray F. 
Myers, and A. Gordon Bradt. A. S. 
Littlefield, Jr., F. C. Rathje, Jr., J. J. 
DeCantillon, R. F. Goddard, G. D. 
Stevens, and H. H. Conley are now 
second vice-presidents. New trust 
officers are V. S. Nelson and E. C. 
Wilson. 


° 


James H. Jenkins and Lewis H. 
Semel have been made vice-presidents 
of the Bankers Trust Company, New 
York City. Mr. Jenkins is associated 
with the Madison Avenue office, and 
Mr. Semel heads the Delancey Street 
office. Named assistant vice-presidents 
were Gregory K. Garrick and Walter 
J. Woytisek. 


* 


Vice President Yates W. Faison, 
Jr., has been named head of the cus- 
tomer relations department at the 
American Commercial Bank, Char- 
lotte, North Carolina. 


Four vice-presidents have been 
named at the Bank of America, San 
Francisco. J. M. Fischer and Clifton 
D. Terry, Jr., have been promoted to 


J. M. FISCHER R. L. GORDON 








J. A. DILLON 


C. D. TERRY, JR. 


Vice-presidential appointments at the Bank of America 


vice-presidents at the head office, 
Robert L. Gordon is now vice-presi- 
dent at the Los Angeles main office 
of the bank, and John A. Dillon, 
senior lending officer at the bank’s 
San Jose main office, is now vice- 
president. Mr. Fischer has_ been 
budget director since 1952. Mr. Terry 
heads the department on organiza- 
tional planning. Mr. Gordon, now 
manager of the Los Angeles main 
office, succeeds Thomas C. Deane 
who has retired after 45 years of 
service. 


° 


With the consolidation of the 
American National Bank & Trust 
Company, Mobile, Alabama, the First 
Commercial Bank, Chickasaw, and 
the Central Bank of Mobile, four of- 
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ficers were promoted. Curtis Kendall 
and Dwain G. Luce were named sen- 
ior vice-presidents, Marion E. Ward 
was made vice-president, and J. Tyler 
Turner was named assistant vice- 
president at American National. 

* 


Ralph C. Erwin has been appointed 
director of business development at 
the Chicago City Bank and Trust 
Company. 

. 


John B. Stone has been elected 
president of the First National Bank, 
Peoria, Illinois, to succeed his late 
brother, William E. Stone II. 


Sd 


Joseph A. Broderick, former presi- 
dent and chairman of the board of the 
East River Savings Bank, New York 
City, and one-time member of the 
board of governors of the Federal 
Reserve System, died last month in 
New York City. 


* 


Dayton H. Mudd has been elected 
vice-president of the Mercantile Trust 
Company, St. Louis. 

In a later promotion at Mercantile 
Trust, Albert W. Winter has been 
named vice-president to head the 
newly-formed investment research de- 
partment. 


5 


New trust officers at the Manufac- 
turers National Bank of Detroit are 
S. J. Harcus and M. C. Kitchen. 


+ 


Kenton R. Cravens, president of 
the Mercantile Trust Company, St. 
Louis, has been elected president of 
the Association of Reserve City 
Bankers. His election came at the 
annual convention held in Boca 
Raton, Florida, in mid-April. Named 
vice-president of the group was 
William L. Day, chairman of The 
First Pennsylvania Banking & Trust 
Company, Philadelphia. 

» 

Five vice-presidents have been 

named at the Security First National 


Bank, Los Angeles. They are Hal H. 
Ferguson, William R. Langdon, Le- 
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Roy R. Brunig, Joseph R. Curtis, and 
Darrell R. Scott. New assistant vice- 
presidents are F. R. Evarts, G. P. 
Fuller, R. D. Hartmann, M. B. Park 
and M. W. Morrisset. W. R. Holland 
and F. J. Wood were named trust 
officers. 

+ 


The J. P. Morgan & Co. Incorpor- 
ated, New York 
City, has elected 
P. Hurley Bogar- 
dus vice-president 
in the bank’s mu- 
nicipal bond de- 
partment. Mr. 
Bogardus__ has 
been with J. P. 
Morgan _ since 
1949 and has been 
an assistant vice- 
president since 
1951. Previously he had been associ- 
ated with Barr Brothers & Company, 
New York City. 


P. H. BOGARDUS 


4 


First Western Bank and Trust 
Company, San Francisco, has named 
Charles H. Monahan vice-president 
and manager of the Mission office. 


e 


Frederick Bjorklund has been 
named president of the Minnesota 
Federal Savings and Loan Associa- 
tion, St. Paul. He succeeds Harry C. 
Lindquist who has become chairman 
of the board. 

« 


For the first time in the 10 year 
history of the annual Freedoms Foun- 
dation Awards, the top award for 
local advertising on the American sys- 
tem was made to a banking institu- 
tion. In the accompanying picture, 
John §S. Stubblefield (right), president 
of The Peoples State Bank, St. Jos- 
eph, Michigan, is shown accepting the 
award for the bank from Admiral 
Arthur W. Radford. The award-win- 
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ning campaign consisted of a series of 
institutional advertisements stressing 
the origin and significance of Amer- 
ican holidays. 
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The Empire Trust Company, New 
York City, has named George F. 
Clements, Jr., Earle Marshall, and 
William B. Snyder vice-presidents. 


Fred W. Allen will become exec- 
utive vice-president of The First Na- 
tional Bank of Jersey City, New 
Jersey, if plans to consolidate the 
West Hudson National Bank of Har- 
rison with First National are given 
official approval. 





* 


New head of the out-of-town divi- 
sion at the California Bank, Los An- 
geles, is William E. Palmer, vice- 
president. 


* 


In the accompanying photograph, 





For fast foot work 


tomer with Ralph Suppan, head teller, 
when the customer made a hurried 
exit. Di Russo vaulted over a four- 
foot gate and chased the suspect with 
Suppan close behind. The forger was 
caught by the two and handshakes 








Eugene Di Russo, left, receives a 
check for $100 from Frederick Hain- 
feld, Jr., president of the Long Island 
Trust Company, Garden City, New 
York, for spotting and catching a 
check forger. Mr. Di Russo, a teller 
at the Freeport office of the bank was 
checking the identification of a cus- 


and awards were in order. 


+ 


organization formed to provide 
financing service for the purchase 
controlling and minority interest 
country banks, has been opened 


Bankers Financial Corporation, an 
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Fergus Falls, Minnesota. President 
of the new firm is Walter R. Olson, 
president of the Security State Bank 
of Fergus Falls. A. L. Garnaas, ex- 
ecutive vice-president of the Farmers 
& Merchants State Bank of Sheyenne, 
and the Farmers State Bank of Mad- 
dock, both in North Dakota, is vice- 
president of the firm. 


. 4 


A new retail banking department 
has been formed at The First Penn- 
sylvania Banking and Trust Com- 
pany, Philadelphia, under the direc- 
tion of John Reilley, senior vice-presi- 
dent. 


* 
L. F. Ward has joined the First- 


america Corporation, San Francisco, 
as vice-president. 


+ 
Vice-President Clinton L. Miller 


has also been named secretary, Dime 
Savings Bank of Brooklyn, N.Y. 


° 


The National Bank of Commerce, 
San Antonio, Texas, has named Wil- 
liam D. Standley vice-president. 


° 


The Citizens National Bank, Los 


- Angeles, has promoted John W. Pring 


vice-president, and Homer Newman 
trust officer. 


* 
Newly - elected 


charge of the in- 
ternational divi- 


vice - president in 


sion of the Cen- 
tral National 
Bank, Cleveland, 


is Flemming Kol- 
by. He _ succeeds 
O. L. Carlton, 
vice-president, 
head of the divi- 





sion since 1929, 
who is retiring. F. KOLBY 
Mr. Kolby joins 


Central National after serving with 
the Rockland-Atlas National Bank, 
Boston. 


° 


William McCallum has been named 
assistant vice-president of the Tren- 
ton (New Jersey) Trust Company. 


> 
The First National Trust and Sav- 


ings Bank, Lynchburg, Virginia, has 
elected Robert C. De Rosset president. 


« 
James M. Robertson, formerly vice- 


president of the National Bank of 
Commerce, Houston, Texas, has been 





Burroughs Clearing House 































One Wall Street 


home of your man 


at the IRVING 
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from abroad are a few of the local re- oa 


sources to which he has immediate access. 





The specific facts you want and need 
can be as near as your telephone. Look 
upon your man at the Irving as a member 
of your own staff and consult him freely. 





Through your man at the Irving: Fast 
Transit Service. World-wide Collections. 
Credit Information. Portfolio Analysis. 
Experienced Consultation. Safekeeping of 
Securities. 
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IRVING TRUST 
COMPANY 


One Wall Street, New York 15, N.Y. 
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Capital Funds over $135,000,000 
Total Assets over $1,600,000,000 


Ricuarp H. West, Chairman of the Board 
Gerorce A. Murpny, President 


Domestic Banking Division—JosEPpH S. Moss, 
Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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orricest 
ypeAL FOR BRANCH ss 
NO EXPENSIVE INSTALLATI 


ADD UNITS as NEEDED! Mobile 


TELLER UNITS 


... with 
**Bank Engineered 
Features”’ 








FENCO Mobile Units keep currency in- 
tact—always SAFE—never leaves the 
unit. Roll to and from vault with ease. 
19 Stock Models. Modern banking 
features include: 


* P.K. Locks on Drawers 
* "Spy Proof” Combination Lock on Door 
* Heavy Duty Ball Bearing Rubber Tire 
Casters 
* Lustrous finish in modern Gray, Beige 
and Desert Sage 
* Locking Lugs in back of Door 
READY * Removable Currency Tray 


ROLL rie 


under : EXCLUSIVE: FENCO Foot Brake locks unit to 
counter STEP ae floor. Tip-Toe release. 
on GUARANTEE: Materials and workmanship 
brake unconditionally guaranteed. Replacement 
Free of charge. 





FENCO dealers in most principal cities. 


Or write Dept. BC, for your nearest > FENCO CORPORATION 


dealer and valuable descriptive folder. 121 Seventh Ave., New York 11 








49N and 75N with exclusive 


@ Dual electronic controls to eliminate op- 
erator fatigue. 


@ Electronic foot control. 


@ Patented friction disc to maintain high- 
speed under overload conditions. 


@ Compact streamlined styling that saves 
20% counter space. 


@ Improved coin bag holder and many other 
features. 


These famous Abbott Coin Counters, leaders 
of the field for many years, have been com- 
pletely re-engineered. setting new standards 
for speed, accuracy and ease of operation. 





ABBOTT 75N. This extra heavy duty counter 
for continuous high speed operation is rugged 
and compact. Guaranteed at more than 3000 
coins per minute. See these new Abbott Coin 
Counters. Arrange for a trial today. 


ABBOTT GOIN COUNTER CO., ING. xo voncSa°X! y. “tu's-1200 
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elected president of the State Na- 
tional Bank of Texarkana, Arkansas. 
He succeeds Stuart Wilson who has 
been named chairman of the board 
and remains as chief executive officer. 


° 


John S. Alfriend, chairman of the 
board of the National Bank of Com- 
merce, Norfolk, Virginia, has been 
named to receive the distinguished 
service award of the Virginia State 
Chamber of Commerce. 


4 


The County Trust Company, White 
Plains, New York, has appointed 
Ford H. Jones vice-president. 


5 


Assistant vice-president is the new 
title for Janet Graham at the Valley 
National Bank, Phoenix, Arizona. 


6 


O. K. Johnson, president of the 
Whitefish Bay 
(Wisconsin) State 
Bank, was elected 
president of The 
Independent 
Bankers Associa- 
tion at the group’s 
annual convention 
held late in April 
in Philadelphia. 
He succeeds R. E. 
Gormley, vice- 0. K. JOHNSON 
president of the 
Georgia Savings Bank and Trust 
Company, Atlanta. Moving up to the 
first vice-president’s post was O. D. 
Hansen, president, Bank of Union 
County, Elk Point, South Dakota. 


. 
The Hanover Bank, New York 


City, has named George W. Dennis 
auditor. 


:* 
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7 


John C. Sans is the new cashier at 
the Casa Linda State Bank, Dallas, 
Texas. 

7 


In promotions at the International 
Harvester Company, Chicago, Wil- 
liam R. Odell has been elected vice- 
president, finance, a new position at 


International Harvester officers 


W. R. ODELL F. B. MATTINGLY 





Burroughs Clearing House 











the firm. Named to succeed Mr. Odell 

as treasurer was Fred B. Mattingly, 

formerly director of credit and collec- 

tions. Herman Ebsen succeeds Mr. 

Mattingly as president of the Interna- 

tional Harvester Credit Corporation. 
om 


George B. De Luca, former lieuten- 
ant- governor of 
New York State, 
has joined the 
Commercial Bank 
of North America, 
New York City, 
as vice - president. 
Prior to his state 
post, he was dis- 
trict attorney of 
Bronx County, 
New York City 
magistrate, and a 
justice and chief justice of the Court 
of Special Sessions. His career in pub- 
lic office spans 38 years. 
. 





G. B. DE LUCA 


Frank J. Vales is senior vice-presi- 
dent, Charles J. Zajic is vice-president 
and cashier, and Joseph Boucek is 
vice-president and trust officer after 
promotions at the Western National 
Bank, Cicero, Illinois. 


° 


Maldwyn C. Evans has been named 
executive vice-president and cashier 
of the Security Bank of Oregon, Port- 
land. 


4 


James G. Wilkie has been promoted 
to vice-president 
and cashier at the 
First Trenton 
(New Jersey) Na- 
tional Bank. He 
joined the bank in 
1926 and was 
named an _ assist- 
ant cashier in 
1948. He has been 
in charge of the 


credit department J. G. WILKIE 
since that time. In 
1952 he was named vice-president 


after assuming the additional duties 
of lending officer. 
4 


New assistant vice-presidents at the 
Manufacturers Trust Company, New 
York City, are Gilbert D. Lawrence 
and Frank H. Wimpenny. 


+e 


The University National Bank, 
Minneapolis, has elected Russell L. 
Stotesbery, Jr., president. 


. 

It’s almost like starting on top. Or 
so it must seem for Lewis E. Hovde, 
president, and William Leenders, 
vice-president, who recently  pur- 
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TUBULAR COIN WRAPPERS 


The "Pop-Open” WRAPPER 
~+..+.+ THEY PACK FLAT 


1S THE NAME 
TO LOOK FOR IN 


SAVE 25% OF TIME 


IN MACHINE FILLING 


Designed for this special purpose, they save 25% of time in machine filling. 
Slight pressure of the thumb and finger, and they ‘‘pop open”, yet pack 
flat. 1,000 of each denomination to a carton. In 6 colors for 6 different 
denominations of coins. Widely used by Banks. 


... They Out Perform All Competition! 





MANUAL COIN COUNTER 





5 SIZES 

Speeds up coin counting. Merely push 
Tubular Wrapper up from the bottom, 
then count coins into the hopper, then 
withdraw filled wrapper and close open 
ends. You save much time in packaging 
coins with this handy device. Stems are 
of Bakelite in five different sizes. 


GUNSHELL COIN WRAPPERS 


MACHINE 
FILLING 


Made extra strong as a result of unique 
construction . . . hence extra protection 
for coins. Non-clogging, neat packaging 
for all coins handled by machines. Ends 
crimp tightly. Packed 1000 to a carton 
with crimped ends turned one way. 
They’re great time savers. 


FOR INFORMATION WRITE TO... 
i h e . 


HANNIBAL, MISSOURI 


DEPT. B 








COIN STORAGE TRAYS 


SIZE: 3%" x 11%” 
WITH VARYING DEPTHS for 
DIFFERENT SIZE COINS 


“Steel-Strong’ Coin Trays afford a rapid system 
for handling wrapped coins. Stamped from one 

i of heavy sheet steel, they are absolutely 
uniform and nest perfectly at any height. Double 
coated enamel outside, satin finish-plated inside. 
Colored capacity end labels. Teller merely counts 
number of filled trays and top rows of unfilled 
trays . . . giving him an accurate total of aren 
coins. Saves time, saves errors. STEP BL Ss, 
EXCLUSIVE FEATURE of “Steel-Strong” Coin 
Trays permit fast loading of rouleaux into Trays, 
limiting the exact’ amount of the coin total as 
shown by colored end labels, which always match 
the color of the coin wrappers for easy identifica- 
tion of the coin denomination. 





LIFT PANS for COIN TRAYS 


**Steel-Strong’’ Lift Pans serve to ac- 
commodate filled Coin Trays in the 
Teller’s cage, and become a convenient 
carrier to and from the vaults for night 
storage. Illustration also shows Pan filled 
with loaded Coin Trays and the great 
advantage of all trays being the same 
length and width. This permits secure 
stacking and perfect nesting. 


5 DAY FREE TRIAL 







L. DOWNEY CO. 





















Outstanding banks like these are choosing || 
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Only Burroughs offers all these advantages: 


@ Complete visibility during posting 
@ Complete electronic verification—every single item 
@ Complete programming flexibility 


@ Sophisticated electronic techniques 






@ Complete machine-operator communication 
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urroughs Electronic Bank Bookkeeping Machines 


Com are: See for yourself how the Burroughs Electronic Bank Bookkeeping Machine can do 
Pp . more work for you in less time and do it more accurately, simply and economically 
than anything else around. 


Com are: Call our nearby branch for a demonstration by a Burroughs systems counselor. Or 
Pp a write Burroughs Corporation, Burroughs Division, Detroit 32, Michigan. 


Burroughs—TM. 


“222 Burroughs Corporation 
“NEW DIMENSIONS {| in electronics and data processing systems” 
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chased controlling stock of the Bank 
of Sumas, Washington. Their ages? 
Mr. Hovde is 30, and Mr. Leenders is 
26. 


° 


Donald A. King will become a vice- 
president of the Fidelity-Baltimore 
National Bank, Baltimore, if merger 
approval is gained by that bank and 
the Pikesville-Peoples Bank, Pikes- 
ville, Maryland. 

. 


B. M. Johnson has been elected 
president and Don Johnson executive 
vice-president in major changes at the 


Farmers National Bank, Carnegie, 
Oklahoma. 


° 


Harry C. Hausman, former secre- 
tary of the Illinois Bankers Associa- 
tion and one-time president of the 
state association section of the Amer- 
ican Bankers Association, died re- 
cently in Florida. 


— 
Daniel K. Gill has been elected as- 


sistant vice-president of the Industrial 
National Bank, Miami, Florida. 


° 


A museum piece with meaning is 
this restored 1917 model Inter-State 





The name’s the same 


roadster, now owned by the Interstate 
Finance Corporation, Evansville, In- 
diana. Richard E. Meier (shown at 
the wheel of the car), board chairman 
of Interstate Finance recalled that in 
the early days of the company, he had 
financed the Muncie-built automobile 
that bears the same name as his com- 
pany. The car was produced between 
1912 and 1917 by the Ball Brothers of 
home canning fame. 


° 


Two top promotions at the Roches- 
ter, New York, headquarters of the 
Todd Division of Burroughs Corpora- 
tion, place Ernest I. Reveal, Jr., as 
assistant general manager, and Len T. 





YOUR NAME PRINTED FREE: 


Plates and set-up included. 


50 $24.50 Complete lot. 
100 41.00 Complete lot. 
150 58.00 Complete lot. 
200 71.00 Complete lot. 


500 26.00 Per cs. 100 


1,000 23.00 Per cs. 100 
2,000 21.50 Per cs. 100 
5,000 20.00 Per cs. 100 
10,000 19.00 Per cs. 100 
20,000 18.00 Per cs. 100 


Submit copy in black on white. 
100 pack wt. 16# 50 pack 9# 


Silk screen print prices on req. 








This model used for wrapping 
1c,5¢,10c and 25c coins 


Write us for sample and Price List 


Snappy Wrapper sacs 


P. O. Box 815 
AZUSA, CALIFORNIA 








BIG TIME-SAVER 


IF YOU USE ADDRESSOGRAPH PLATES IN FRAMES 


















QUIK-KARDS are shown at left. They save time MANY 
WAYS. Furnished in continuous, perforated form like theatre 
tickets. Precision made. Fit your frames better than ANY 
card. You do not handle small, individual cards. No need to 
pick up the next card. It is already in your hand. Can’t 
get out of order. Work flows faster and smoother. Send 
sample of card you use to show size and receive free samples 
of Quik-Kards. Write Addressing Machine Co. of Calif., 667 
Mission St., San Francisco 5, Calif.. YUkon 2-2130. 











Thomasma as director of bank auto- 
mation planning. 
° 
The Banking and Lending Division 
of the Lefferdink Organization, which 
operates four banks and one savings 
and loan association in Colorado, has 
named Harry E. Steffen administra- 
tive vice-president. 
? 


Seby J. Caruso, Carl G. Wood and 
John B. G. Palen have been elected 
vice-presidents at the Newton-Wal- 
tham Bank and Trust Company, 
Newton, Massachusetts. 

Sf 


The Florida Bank, Port St. Joe, 
has named J. L. Sharit president. 


5 


Jack Eachon, Jr., has been named 
president, and Ben E. Waggoner has 
been made executive vice-president at 
the Englewood (Colorado) State 
Bank. 


5 


Officers of the new Metropolitan 
Airport State Bank, Minneapolis, are 
Hal N. Carr, president; Robert G. 
Lexvold, executive vice-president; 
Clare H. Olson, vice-president; and 
Morris A. Olsen, cashier. 


€ 


New president of the General Con- 
tract Finance Corporation, St. Louis, 
is Walter E. Burtelow. 

7 


New assistant vice-president of The 
Central National Bank, Okmulgee, 
Oklahoma, is Joe E. King. 


« 


New vice-president at the United 
States Bank, Grand Junction, Colo- 
rado, is Ralph Geisenhoner. 


5 


In promotions at the Citizens Na- 
tional Bank, St. Petersburg, Florida, 
Morgan L. Smith becomes executive 
vice-president, and Roger F. Stephen- 
son and L. G. Limroth have been 
made assistant cashiers. 


~ 


New president of the City National 
Bank, Tuscaloosa, Alabama, is Alton 
P. Barr. 


. 

New president of the Hereford 
(Texas) State Bank is Russell E. Car- 
ver. 

° 

James G. Byus has been promoted 
to president of the San Jacinto State 
Bank, Pasadena, Texas. 

. 
Clifford E. Young, Jr., has been 


elected president of the Peoples State 
Bank, American Forks, Utah. 
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Things are changing in Philadelphia 
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New Penn Center Development 


PROVIDENT TRADESMENS in Downtown Philadelphia 
has inaugurated 


“KEY” CORRESPONDENT 
SERVICES 


“Key” Services bring you an extra depth of service in 
special correspondent areas including .. . thorough port- 
folio analysis . . . detailed operations surveys and recom- 
mendations . . . all types of loan services . . . personnel policy 


g 


Possibly it’s time 


development and implementation . . . business development to review your Philadelphia 
services .. . all corporate and individual trust services. ie 
correspondent situation. 


And regular correspondent areas... the speedy handling 
of your Philadelphia transactions, collections and transit 
...are expertly administered with added dimensions of 


PROVIDENT TRADESMENS 
Bank and Trust Company 


Main Office: Broad and Chestnut Streets, Philadelphia 10, Pa. 
Member Federal Deposit Insurance Corporation « Member Federal Reserve System 
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As a correspondent of The Northern Trust, you may now offer 
your customers a fast and safe means of making payments 
throughout the world, by using the extensive network of 
foreign banking relationships which are available to you 
here. Payments may be made in the form of drafts drawn on 
our foreign correspondents, or by mail and cable remittances. 


In addition, our Foreign Department provides import letters 


of credit, makes foreign collections, and obtains foreign trade 
and credit reports for your customers. We will also be pleased 


to supply travelers’ letters of credit and foreign currency. 


helt j The 
“lm NORTHERN UST 


A TRADITION OF NORTHWEST CORNER wt 4 


PERSONAL SERVICE LASALLE AND MONROE BANK 





In the Heart of the Financial District * Chicago, Illinois * Financial 6-SSOO + Member F.D.1I.C. 
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INTERNATIONAL 








England Succumbs to 
Drive-In Craze 


The drive-in window, a _ recent 
hallmark of U.S. and Canadian bank 
design, has established a foothold in 
England. Two of Britain’s financial 
giants have just opened drive-in 
units and the fanfare still hasn’t died 
down. 

Meantime, the cartoonists are hard 
at work, giving the public their im- 
pressions of what to expect from 
these drive-in units. Two of the best 
examples of this type of lampooning 
are shown below. The cartoon to the 
left (below) was published in ‘Mar- 
tins Bank Magazine,” the one on the 
right in the ““Midbank Chronicle.” 

Westminster Bank was the first to 
offer motoring units in England. Its 
Princes Road installation officially 
opened in Liverpool on January 29, 
with the Lord Mayor of Liverpool 
performing the honors. 

Martins Bank’s Charles Street 
drive-in unit in Leicester opened its 
doors to the public on March 2. The 
Prime Minister of Transport and 
Civil Aviation, the Rt. Hon. Harold 
A. Watkinson, shown at right, per- 
formed the dedication. 

Martins new facility for motorists 
is located in a busy traffic area. It is 
used for straightforward deposits or 
withdrawals. An electrically oper- 
ated drawer is used for transmitting 
checks, money, deposit or withdrawal 
slips between the customer and the 
teller. They communicate with each 





Motorists have taken to England’s flexible drive-in units 


other through a two-way microphone 
system. The speed of the typical 
drive-in transaction is popular. 


6 4 * 


Inter-American Bank 
Nearing Reality 


The oft-proposed Inter-American 
Development Bank came a step closer 
to reality last month when President 
Eisenhower signed an agreement 


Drive-ins have captured fancy of banking cartoonists 




















Drive-in BANK 
“I have a feeling, Nellie, that we've used the wrong entrance.” 
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pledging full U.S. monetary support 
for the $1 billion institution. 

Later this year representatives of 
the 21 American Republics will meet 
to finalize the charter of the Inter- 
American Bank. Basically, the Bank 
is expected to finance development 
projects, promote private invest- 
ments by acting as a clearing house 
for information on investment oppor- 
tunities, provide technical assistance 
on loaning procedures for would-be 
borrowers and coordinate existing 
aid programs in Latin America. 

Dr. Jose A. Mora, secretary gen- 
eral of the Organization of American 
States said that “in establishing the 
Bank we have not lost sight of the 
place that private capital and private 
investment have had and now is hav- 
ing in the economic development of 
Latin America.” 

Dr. Mora was referring to the 
Bank’s role as a _ supplementary 
source for capital. Between 1950 and 
1957, for example, gross investments 
in Latin American industry totaled 
over $65 billion. About $4.6 billion 
of this was derived from private U.S. 
investors, nearly $2 billion repre- 
sented credits from the Export- 
Import Bank, and $642 million came 
from the International Bank for Re- 
construction and Development. 

Initially, the Inter-American Bank 
is expected to have loanable funds 
of approximately $550 million, in- 
cluding around $130 million in Latin 
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American currencies. In addition, 
there will be some $750 million that 
may be called under special circum- 
stances or be used as a guarantee 
against the bank’s own borrowing. 
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Banking Reviews 


Economic studies are among the 
many extras that banks the world 
over provide for their friends and 
customers. These reports are pub- 
lished on a regular schedule, usually 
weekly, monthly or bi-monthly in the 
language of the country. Some are 
also reproduced in other languages 
for distribution to correspondent 
banks. 

Short factual statistical summaries 
of production, marketing, trade or 
business are among the items cov- 
ered in these studies. Many of them 
also discuss the theories of outstand- 
ing’ foreign economists with applica- 
tions to economic developments and 
problems in other countries. 

The foreign banks publishing eco- 
nomic materials of interest include 
both central banks and commercial 
banks with overseas interests. The 
data is usually taken from official 
figures compiled by statistical agen- 
cies of the various governments, 
frequently reformulated by the bank 


Overseas interests are covered in special area reports 


staff members or by outside authori- 
ties who also often write special 
articles interpreting and applying 
these statistics to aid in solving the 
economic problems of their respec- 
tive countries. 

The British banks, with branches 
throughout the world, are well repre- 
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ARE YOU LOOKING TOWARDS PERU... ? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation 70 years ago. If you are interested in 
doing business in Peru a letter addressed to us will 
assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office -- LIMA 


throughout the Country 
CAPITAL - S/.80,000,000.00 
SURPLUS - S/.100,499,372.14 


"Peru's Oldest National Commercial Bank" 
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sented among these banking publica- 
tions. Barclays Bank, for example, 
has a monthly review on conditions 
in Great Britain and Europe and an- 
other monthly on conditions through- 
out the British Commonwealth and 
the Near East, shown above. The 
Bank of London and South America 
has a fortnightly review on economic 
conditions in South America. 

The Royal Bank of Scotland, along 
with Glyn Mills & Co. and William 
Deacon’s Bank issues a quarterly 
“Three Banks Review” on general 
economic topics of world-wide in- 
terest. Other quarterly British bank- 
ing publications are issued by the 
Midland Bank, National Overseas 
and Grindleys Bank, District Bank 
Ltd., National Provincial Bank, and 
Westminster Bank. 


Weekly news roundup 
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AROUND THE CLOCK, San Francisco hums with for- 
eign-trade activity while Crocker-Anglo bankers keep 
in constant touch with a worldwide network of corre- 
spondent banks. At left, H. L. Mark; A. Taapken, VP 
and Manager of International Banking Department; G. 
Scott Runyan, Asst. VP in charge of the Asian Division. 








Your money can go places...via San Francisco 


Through San Francisco’s Golden Gate cargoes move to and from ali the 
market places of the world. And right in the center of this activity is 
Crocker-Anglo National Bank. Backed by nearly nine decades of experience, 
ns Crocker-Anglo has the know-how to smooth the flow of international transactions. 
h- Take transmitting funds to foreign lands. You can arrange to issue your own drafts 
nd drawn directly on any of our correspondent banks around the globe. 
ica So when your bank’s money is going places—anywhere in the world—look 
. to San Francisco and Crocker-Anglo for worldwide banking service. 
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Central to the West Coast 


(ROCKER-ANGLO 


BANK 


Cabfornias Gast Mational Bank 


ADMINISTRATIVE HEADQUARTERS: 
| MONTGOMERY STREET 
SAN FRANCISCO 20 





MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL OCEPOSIT INSURANCE CORPORATION 





AROUND THE WORLD, ships this year will deliver more than $600 million in exports from San Francisco Bay Area, while imports 
will add nearly a half billion to the area’s foreign commerce. City by the Golden Gate also has one of the world’s busiest 
international airports, where flights originate to Europe, Asia, Australia, the Pacific islands, and many points in Latin America. 
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For over 77 years, Japan's largest 
financial institution has fostered 
international trade and commerce. 
lf you need a helping 

hond in Japan, contact... 


rm FUJI BANK“ 


Head Office: Chiyoda-Ku, 
Overseas Offices in London, Calcutta 
Branches Throughout 





Tokyo 


Japan 
New York Aaency: 42 Broadway, NYC 





How 
Do You File 


BUSINESS 
MACHINE 
RECORDS? 


‘Your business 
machine rec- 
ords with mul- 
tiple punching 
in the margin 
deserve better than loose, makeshift filing. 
If they’re valuable enough to make in the 
first place, they're valuable enough to keep 
in order and safe. 


That’s where Accopress Pin Prong Binders 
come in, “Pin Prong” was designed by Acco 
solely fo fill the need for efficient, durable, 
economical temporary or permanent filing 
of marginal pre-punched sheets. Ask your 
stationer. 


ACCO PRODUCTS. 


A Division of NATSER Corporation 
OGDENSBURG, NEW YORK 
In Canada: Acco Canadian Co., Ltd., Toronto 
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A top foreign bulletin 


From continental Europe, Eng- 
lish-language economic reviews and 


| news letters appear monthly or quar- 
| terly from De Twentsche Bank, 
| Amsterdam; 


Rotterdamsche Bank, 
Rotterdam; Amsterdamsche Bank, 
Amsterdam; Skandinaviska Banken, 


| Stockholm; Svenska Handelsbanken, 
| Stockholm; 
| Bank of Finland, Helsinki; Kjoben- 


Norges Bank, Oslo; 
havns Handelsbank, Copenhagen; 


and Nederlandsche Handelmaat- 


| schappij, Amsterdam. 


Banks in other parts of Europe 
also publish English-language re- 
views of world-wide interest, includ- 
ing Banco di Roma, Rome; Banco 
Nationale del Lavoro, Rome; Bank 
of Greece, Athens; Swiss Bank Cor- 
poration, Basle; Union Bank of 
Switzerland, Zurich; Banco Exterior 
de Espana, Madrid; Dresdner Bank 
Aktiengesellschaft, Dusseldorf, Ger- 
many; Creditanstalt-Bankverein, 
Vienna; Danske Landmandsbank, 
Copenhagen; Kansallis-Osake-Pank- 
ki, Helsinki; Deutsche Bundesbank, 
Frankfurt-am-Main, Germany; and 
National Bank of Greece and Athens. 

With unrest today in the Near 
East it is of interest that there are 
a number of banks in that part of the 
world which publish English-lan- 
guage reviews. These include Bank 
Leumi-Le-Israel, Tel-Aviv; National 
Bank of Egypt, Cairo; and Ottoman 
Bank, London. 

In Africa, the Bank of Ethiopia 
has a bulletin from its headquarters 
at Addis Ababa five times a year. 
South African banks are represented 
with economic reviews by the Neth- 
erlands Bank of South Africa, 
Pretoria; South African Reserve 
Bank, Pretoria; and Standard Bank 
of South Africa, London. 


Japanese banks issue numerous 
economic bulletins and reviews, in- 
cluding those of the Bank of Japan, 
Tokyo; Bank of Tokyo, Tokyo; Dai- 
Ichi Bank, Tokyo; and Sumitomo 
Bank, Tokyo. The Bank of Korea, 
Seoul; the Bank of Thailand, Bang- 
kok, and United Commercial Bank, 
Calcutta, also have such reviews. 

At least four Australian banks 
have special reviews, including at 
Melbourne the Australia and New 
Zealand Bank and the National Bank 
of Australasia. At Sidney, the Rural 
Bank of New South Wales and the 
Bank of New South Wales publish 
economic articles. 

The Latin-American economy is 
covered primarily by English or 
American banks in the matter of eco- 
nomic surveys, but the Banco Na- 
tional de Comercio Exterior, has a 
monthly from its head office at Mex- 
ico City, while Ernesto Tornquist & 
Co., Buenos Aires, issues a review 
on business conditions in Argentina. 
Chase Manhattan Bank and the 
First National Bank of Boston, pub- 
lish reviews of banking conditions 
in South America. 

While these are the major English- 
language publications available from 
banks throughout the world, there 
are a great many publications issued 
by banks in Spanish, French, Ger- 
man, and other languages. For ex- 
ample the Hollandsche Bank Unie, 
Amsterdam, issues monthly, quar- 
terly and semi-annual economic re- 
views for specific countries through- 
out Latin-America, the Near East 
and for Netherlands possessions in 
the Caribbean and South America. 
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Scottish Survey 


The weak and strong points of the 
Scottish economy are ably set forth 
in a new 62-page study recently pub- 
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lished by the Clydesdale & North of 
Scotland Bank, Limited, Glasgow. 

The well-illustrated report, shown 
on page 72, is entitled “Survey of 
Economic Conditions in ‘ Scotland 
in 1958.” It covers every facet of 
the Scottish economy, outlining the 
problems facing industry and busi- 
ness, as well as areas where marked 
improvement is being made. 

Unemployment, the standard of 
living, diversification of industry, 
new construction, agriculture and 
production are among the topics dis- 
cussed. Supplementary tables are 
used to provide a ready analysis of 
any segment of the economy. 
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Monetary Conference 

Off-the-record discussions of inter- 
national and national monetary prob- 
lems and subjects related to bank 
managerial problems were to be 
spotlighted at the Sixth Monetary 
Conference, held May 5-8 at Fish- 
monger’s Hall in London, England. 

The Conference, sponsored by the 
American Bankers Association, drew 
some 100 representatives from large 
American banks, the Federal Reserve 
System, and the Treasury Depart- 
ment, as well as key personnel from 
European central banks outside the 
Iron Curtain. 

Since its inception in March, 1954, 
the objective of the Conference has 
been to deepen the understanding of 
participants as to the important 
monetary and economic problems, 
both at home and abroad. This year’s 
meeting, under the leadership of 
Joseph M. Dodge, chairman of the 
Detroit Bank and Trust Company 
and past A.B.A. president, was no 
exception. Among the _ scheduled 
speakers were: the Lord Mayor of 
London; the Governor of the Bank 
of England; Sir Oliver Franks, 


chairman of Lloyds Bank Limited; | 


Right Honorable Derick Heathcoat 
Amory, Chancellor of the Exchequer ; 
Secretary of the Treasury Robert B. 
Anderson; and W. Randolph Bur- 
gess, United States permanent repre- 
sentative on the North Atlantic 
Council. 
* +4 . 


International Trade Mart 

Foreign manufacturers are invited 
to take advantage of the new Inter- 
national Trade Mart opened early 
this year in Jacksonville, Florida, 
according to Otho B. Bruce, vice- 
president of The Florida National 
Bank of Jacksonville. 

The Trade Mart offers manufac- 
turers a central point of display, sale 
and distribution in one of the fastest 
growing import-export markets in 
the United States, said Mr. Bruce. 
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Business in the Far East? 
Rely on the skill and experience of the bank that knows the “local” scene. 
With 41 branches throughout the Far East, the “Hongkong 
Bank” can provide you with prompt, efficient service, and information 
gathered right at the source. At your disposal, too, are the 
offices of the Bank’s California subsidiary 
in San Francisco and Los Angeles, or its agency in New York. 


One call will put these vast facilities to work for you. 


SAMUEL J. H. FOX, PRESIDENT 


San Francisco: 80 Sutter Street 
Los Angeles: 212 West Seventh Street 
(Van Nuys Building) 





THE HONGKONG AND SHANGHAI BANKING CORPORATION OF CALIFORNIA 


A subsidiary of the largest British bank headquartered in the Far East. 


HONGKONG AND SHANGHAI BANKING CORPORATION OFFICES AT 72 WALL STREET, NEW YORK (AGENT: 
B. P. MASSEY)/LONDON /PARIS/ HAMBURG / HONG KONG /JAPAN /INDIA/PHILIPPINES/ BORNEO /CEYLON /BURMA 
INDONESIA/MALAYA/SINGAPORE /VIETNAM/CAMBODIA/THAILAND Member Federal Deposit Insurance Corporation 
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All of the essential services, such as 
nearness to consular staffs, foreign 
freight forwarders, banking connec- 
tions, customhouse brokers, steam- 
ship agencies, library and research 
facilities and bi-lingual secretarial 
help are available, he added. 
Further details on the Trade Mart 
can be obtained from the Foreign 
Department, Florida National Bank, 
P.O. Box 720, Jacksonville, Florida. 
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Credit Down Under 


Instalment credit has been one of 
the biggest boons to the Australian 
recovery, according to the Australian 
and New Zealand Bank Limited, Mel- 
bourne. 

In its “Quarterly Survey” for 
April, 1959, the Bank points out that 
hire purchase financing accounted 
for about 40 per cent of domestic 
new vehicle sales in 1957-1958 and 
has stimulated a sharp increase in 
radio and television sales. 

The growth of retail hire purchase 
operations of finance businesses in 
Australia since 1953 is shown in the 
chart above. 

Instalment payments, the bank 
study indicates, are not confined to 
durable goods. House redecoration, 
motor vehicle repairs, and travel are 
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Instalment credit activity has spurred economic recovery 


also being arranged on a monthly 
payment basis. It adds, however, 
that purchases of durable goods has 
accounted for most of the instalment 
loans. 

“Hire purchase finance,” it con- 
tinues, “hastens consumer response 
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76,339,605 items were cleared for correspondent cus- 


tomers by our transit department last year. Figuring 


180 items to the inch, these transactions would form 


a paper mountain over 35,000 feet high . . . higher 


by over a mile than Mt. Everest, the world’s tallest 


mountain peak! As this volume indicates, our 24- 


hour transit facilities are being used to advantage by 
an increasing number of banks who look to First 
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National for complete correspondent services of inter- 
national scope. 


100 BISCAYNE BOULEVARD, SOUTH 
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MIAMI, FLORIDA 


MEMBER: FEDERAL RESERVE SYSTEM ¢ FEDERAL DEPOSIT INSURANCE CORPORATION 
BANKERS ASSOCIATION FOR FOREIGN TRADE 





to the marketing of new products, as 
has been well illustrated by tele- 
vision sales in Australia. In this way, 
it helps to stimulate and quicken 
development of new products and 
design and, by providing a larger 
market, it may also help to reduce 
the unit cost of goods manufactured 
by mass production methods.” 
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New Soviet Plans for 
Banking. Currency 


Russia’s banking system has been 
overhauled and plans are being made 
to have the ruble join the growing 
ranks of fully convertible currencies, 
according to recent reports from 
Soviet sources. 

The streamlining of Russia’s bank- 
ing system was decreed by the Soviet 
Presidium, according to Tass. Under 
the reorganization, the Agricultural 
Bank, the Bank of Financing Com-:- 
munal and Housing Construction and 
the Communal Banks have been 
abolished. In their place is the new 
Bank for Financing Capital Invest- 
ment. 

On the heels of this report, former 
Connecticut Senator William Benton 
announced that “Vneshnyaya Tor- 
govlya,” a Soviet trade journal, 
quotes Deputy Premier Anastas I. 
Mikoyan as stating that “in the not 
too distant future the ruble will be 
made fully convertible on inter- 
national exchange.” 

The ruble’s export has been for- 
bidden for 30 years. Its full con- 
vertibility is seen as Russia’s latest 
move towards an all-out economic 
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battle with the U.S. in the markets 

of the world. 
Sen. Benton, speaking before the 

Economic Club in Chicago, said that 


the Soviet Union was producing $600 
million worth of gold a year and THE NEW FIRST EDITION 


added that it had an estimated gold eee: 
reserve of $10 billion. Sen. Benton | RAND MCNALLY INTERNATIONAL 


concluded that the _ international 
ruble, with gold and a growing num- 
ber of commodities as its backing, BANKERS DIRECTORY FOR 
could be ready for a death grapple | 


with the dollar. | 
Meantime, the Manchester Guard- | 
ian, Manchester, England, points out | 
that estimates of Soviet gold produc- | 
tion may be high. It notes that sales 
of gold by the U.S.S.R. amounted to : 
2 million ounces in 1955, 4.3 million | 


in 1956, 7.5 million in 1957, and 6 | 
million in 1958. | 

From the way in which exports | 
of other metals and oils from the | 
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a} tions that long-term credits are | Accurately tabulated and designed for 


needed to expand trade with the 
West, the Guardian adds, it appears 


easy comparison of statements ry 
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that the Russians are at least as ). 








as anxious as the United Kingdom to | 
le- build up a closed financing system | 
Ly, for the Soviet bloc based on a ruble | 
en with gold parity. 
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$773 million increase in deposits is 
one of the major highlights revealed | 
in the listing of the top 20 banks in | 
the free world. 

The list, based on deposit totals 
for the fiseal year of 1958, shows that 
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| 
on the U.S. garnered 12 of the top 20 | 
de spots, while Britain and Canada ac- 
ng counted for 5 and 3, respectively. 
es, There were a number of impor- 
om tant shifts in the rankings, too. The 
Royal Bank of Canada, for example, | 
k- climbed a notch, and now ranks sixth 
‘et in the world. Mellon National Bank, | 
ler Pittsburgh, also gained one position. | 
ral The Canadian Bank of Commerce 
m-. and Irving Trust Company both 
nd gained three places, and now rank 
en 12th and 20th, respectively, based on 
ew : preliminary data. 
st- Most of the banks reported that 
operating costs were rising, due to 
er higher salaries and larger interest 
on rates on deposits. This dropped net 
or- operating earnings for most of these 
institutions. The Bank of America, 
' however, had N.O.E. of $77 million RAND M‘NALLY 
1ot compared to less than $72 million a & COMPANY 
be year earlier. 
“a New personal loans and personal P.O. BOX 7600 
cheque account services helped Mid- CHICAS Ree 
or- land Bank post a $214 million in- 
n- crease in deposits. The fast-climbing 
est Canadian Bank of Commerce’s total 
nic assets increased by $435 million, the 
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Deposit Trend of World's 20 Largest Banks 


Rank 
12/31/58 
Bank of America, San Francisco. .., 
Chase Manhattan Bank, New York City 
First National City, New York C 
Barclays Bank Limited, London 
Midland Bank Limited, London 


Royal Bank of Canada, Montreal 
Lloyds Bank Limited, London 


SCwOeMNeO VUAWNHe 


Bank of Montreal 


Security-First National, Los Angeles 
Canadian Bank of Commerce, Toronto 
Bankers Trust Company, New York City 
First National Bank, Chicago 


Guaranty Trust Company, New York City... 


Westminster Bank Limited, London 
Continental Illinois, Chicago 

National Provincial Bank, London 
Melion National Bank, Pittsburgh 
Irving Trust Company, New York City 


Manufacturers Trust Company, New York City 
Chemical Corn Exchange, New York City.... 


12/31/58 
Deposits! 


. - -$10,307,560,992 


7,386,096,807 
7,009,693 ,334 
4,390,467 ,224 
4,369,412,529 


3,923,996,341 
3,646,683,479 
3,257,855,823 
3,174,002,554 
3,152,287 ,664 


3,087,330,013 
2,924,089,740 
2,779,132,984 
2,705,882,294 
2,638,018,353 


2,576,752,066 
2,555,170,750 
2,423,612,526 
1,834,248,797 
1,774,870,208 


12/31/57 

Deposits 
$9,524,116,722 
6,884,520,209 
6,692,688,345 
4,222,887,459 
4,155,356,252 


3,555,183,762 
3,533,638,491 
2,966,201,511 
2,933,275,719 
2,730,960,714 


2,773,040,059 
2,497,099,651 
2,556,159,290 
2,614,892,954 
2,438,414,144 


2,474,534,983 
2,394,495,171 
2,334,283,491 
1,753,044,037 
1,578,462,572 


on the Canadian dollar. 





1Converted to U.S. dollars on the basis of $2.81 for the English pound and a $.0365 premium 











London Branch: 7, Birchin Lane, London E.C. 3 


a 
Do you sort 
BY NUMBER? 
It’s easy with 
jotlhaes 


FAVORITE OF 8 OUT OF 10 
OF THE COUNTRY’S LARGEST BANKS... 


Ideal for banks using electronic book- 
keeping machines, Sorter illustrated 
(No. 2213-N) has 00-99 index that will 
handle a full two digit sort. Tabs are 
arranged ten to a row ten rows deep, 
presenting a perfect sequence of num- 
bers for rapid, accurate handling. 
Every fifth tab is in red for quick 
identification, 

In normal multiple account number- 
ing, one operation through the sorter, 
after the items have been divided by 
ledgers, is sufficient to prepare ma- 
terial for posting. For consecutive 
numbered accounts, any two digits can 
be handled together. 

Choose from 11 standard sorters. See 
your dealer or write for illustrated 
literature. No obligation. 


THE Kohklhaus COMPANY 


Founded 1914 
8012 S$. CHICAGO AVE., CHICAGO 17 
All phones — BAyport 1-4433 
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New services and branches have pushed totals to new highs 


biggest gain in the bank’s history. 

The Royal Bank of Canada also 
showed a sizable increase in deposits, 
some $368 million. Royal Bank of 
Canada has almost doubled its de- 
posits over the past 12 years. Over 
the same span, the bank has added 
267 branches. 
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Western European Report 


The prospects for renewed growth 
in Europe during 1959 seem good, 
according to the “Report on Western 
Europe,” a new bi-monthly publica- 
tion of the Chase Manhattan Bank, 
New York City. 

In discussing business outlook for 


the year, the letter notes that in- 
dustrial production of the Common 
Market countries is running 45 per 
cent above the 1953 level, compared 
to a 7 per cent rise in current U.S. 
output over 1953. 

The report points out that many 
of the factors which kept last year’s 
recession in Western Europe to such 
mild proportions—a strong demand 
for consumer durables, full employ- 
ment and stable prices—are still 
very much in Europe’s favor. The 
weak spots were never widespread. 
While the coal, steel and textile 
industries have suffered, it con- 
tinues, auto, chemical and machinery 
output remains strong. 


Strong consumer demand has given Europe a vital boost 
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Industrial production in the six Common Market countries is now 
running 45% above the 1953 level. U.S. output is up only 7%. 


Source: O€EC, EEC ano Tue CHASE MANHATTAN BAN 
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] Moreover, most European govern- 
ments have been easing credit and 
taking measures to encourage con- 
sumer demand and industrial expan- 
sion. Compared to late 1957, central 
bank rates are down sharply, from 
7 per cent to 4 per cent in Britain, 
to 234 from 5 per cent in Holland, 
and from 4 per cent to 234 per cent 
in Germany. This should encourage 
capital investment which levelled off 
slightly last year, the report con- 
cludes. 
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A complete guide and source book § : 
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Foreign Finance Guide 












~d mercial and export financing, accord- 

5. ing to Guenter Reimann, editor of 
International Reports. 

Ly The 71-page Guide outlines scope 


of information on how and where to 
obtain foreign commercial financing 
= has been published by International 
Reports, Inc., New York City. En- 
titled the “International Guide on 
Foreign Commercial Financing,” it 
- is the first book to contain compre- 
yn hensive data and details on the many 
or U.S. firms engaged in foreign com- 


’s and methods of financing, both with 
sh and without recourse, and how to 
id select sources of financing and who 
y- to contact in each instance. 


ill ’ It also covers government and in- 

he ternational agencies that provide 

d. financing, along with vital statistics 

le on each source. Special chapters deal 

n- with the Export-Import Bank, the Perhaps 

. World Bank and other major financ- : 

‘ ing sources. you do with- 

Copies of the guide can be ob- out realizing it. 

tained at $55 each from International . 
Reports, Inc., 200 Fourth Avenue, If your business 
New York 3, New York. Discounts has not increased with 

“I are available on quantity orders. ‘ ; 

the times...if your oper- 
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ating expenses are up...if 
Vacation Booklet there are bottlenecks at peak 


De Twentsche Bank, Amsterdam, hours — then alrea k 
has issued a pocket-size booklet for bate cis dy pay 








vacation-bound customers. Written ing for the new quarters you need, 

in Dutch, the 18-page booklet is en- : : 

titled “Sign Post to Vacation Land, Our representative will gladly show you 
1959.” It details the amount of how your project can benefit from the 
money citizens can take with them ri ? ose : 
on a vacation trip in Europe, out- specialized skill of America’s fastest-growing 
lines special funds allowed for motor financial design group. 


travel, passport requirements, inter- 
national automobile documents need- 
ed, and lists import regulations of 
the various countries on tobacco 
products, liquor, wine and perfume. 

The booklet devotes one page to 
each country, explaining the cur- 
rency, currency controls, approxi- 
mate daily hotel and meal costs per 
person, gasoline prices, and import 
and export restrictions. PHILADELPHIA - NEW YORK - CHICAGO-LOS ANGELES 
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CANADIAN BANKING 








Banking Highlights 


Little-known facts and figures on 
Canadian banking were recently re- 
vealed by John S. Proctor, president 
of the Imperial Bank of Canada, in 
a speech before the Toronto Board of 
Trade. Mr. Proctor stated that: 

Canada has the sort of banking 
system that Alexander Hamilton 
originally devised for the United 
States. The first Bank of the United 
States was established in 1791 on the 
belief that big national banks, with 
branch systems, large capitalization 
and non-permanent charters, could 
best fulfill the banking needs of the 
nation. 

Of Canada’s nine chartered banks, 
three rank in the first 15 largest 
banks in the free world, based on size 
of deposits. 

Canada’s nine banks have 4,678 
branches today, one for every 3,700 
Canadians, as compared with one for 
every 4,000 persons in Great Britain 
and one for every 8,200 persons in 
the United States. In the last five 
years 755 new branches were opened, 
1,200 in the last decade. 

The total number of deposit ac- 
counts for Canadian banks at the end 
of 1958 was 11,470,000, with 9,541,- 
000 of this total for personal savings 
accounts, equivalent to a bank account 
for practically every adult Canadian. 

The first Canadian bank charter 
was issued in 1817 and since that 
time there have been 101 banks start- 
ing operations. There has been no 
bank failure in Canada for the past 
36 years. 

Currently Canada’s banks have 
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JOHN S. PROCTOR 


Outlines banking’s growth 


some 1,500,000 loans on their books, 
with 1,304,200 to individuals. 

Canadian bank employees have in- 
creased from 40,000 in 1947 to 63,000 
in 1958. The payroll last year was 
$198 million as against $87 million 
in 1948. 

Bank staffs handle more than 3,- 
000,000 banking entries every bank- 
ing day or a total of 750,000,000 last 
year, doubling the 375,000,000 items 
of a decade ago. 

Canada’s banks are owned by 
88,496 shareholders (as of January 1, 
1959). Of these 69,926 are Canadians, 
owning 72.71 per cent of the shares. 
Ten years ago there were 57,623 
shareholders. 

Last year Canadian banks paid out 


Mobile teller stations give added touch to new drive-in unit 


Portage and Donald Avenue branch, Canadian Bank of Commerce, Winnipeg 
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$39,979,000 in dividends, represent- 
ing 4.92 per cent on the shareholder’s 
equity. The 10-year average, 1949-58, 
is 4.6 per cent. 

Canadian banks in 1958 paid $69,- 
600,000 in income taxes. 
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Drive-In Branch 


Canadian Bank of Commerce has 
opened a new branch at Portage and 
Donald Avenues, Winnipeg, with the 
first drive-in teller station in the 
downtown section of the city. 

The branch also has mobile savings 
teller units, a night depository, park- 
ing facilities, an 80-foot planter, 
carpeting in the officers’ section, 
air conditioning, leatherette covered 
walls, with drapes, wired-in back- 
ground music on both floors, and a 
tastefully decorated kitchen-lounge 
for personnel. Furniture is grained 
walnut and counters are of walnut 
and beige Formica material, trimmed 
with stainless steel to match other 
hardware along railings and doors. 
The two-story building has glass on 
three sides, a mezzanine at one end, 
and 254 feet of counter space. In- 
diana limestone and Swedish granite 
are used on the exterior walls. 


° * + 


Inflation No Panacea 


“The idea that readiness to create 
or tolerate inflation can make a use- 
ful contribution to the problem of 
maintaining a high and expanding 
level of employment and output, is in 
danger of becoming the great eco- 
nomic fallacy of the day,” stated 
James E. Coyne, governor of the 
Bank of Canada, in his annual report 
for 1958. 

Reviewing the dangers of inflation, 
Mr. Coyne said, “in the end, infla- 
tion creates more unemployment than 
it temporarily cures; it badly hurts 
many who have no way of protect- 
ing themselves against it; it discour- 
ages economic efficiency and lowers 
productivity; and it is the great de- 
stroyer of economic order and social 
stability.” 

He pointed out that “in a country 
like Canada, which is greatly influ- 
enced by conditions in foreign mar- 
kets, it is of course impossible to 
insulate the economy entirely from 
the contagion of inflationary influ- 
ences originating abroad. It can, 
however, by its own actions restrain 
inflationary factors of domestic ori- 





79 





Recent years have witnessed 
a spectacular growth in 
almost every phase of 
Canada’s economy, notably 
in manufacturing which to- 
day produces a wide and 
diversified range of indus- 
trial and consumer products. 
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---SO are the services of Canada's largest bank 


When your customers wish to explore business opportunities in Canada 
you will do well to consult the Royal Bank. We offer many services, 
far beyond the realm of routine banking. For example, we maintain 
an up-to-date list of desirable factory sites, can assist in developing 
reliable trade connections, and have on hand or ean obtain quickly a 
wealth of factual information on labor, power, transportation, markets 
and related topics as they apply to every section of the country. For 
information on these and other special services, get in touch with our 
Business Development Department at Head Office, Montreal. 


THE ROYAL BANK 
OF CANADA 


Head Office: Montreal 
New York Agency—68 William Street, New York 5, N. Y. 


Over 900 branches in Canada, the Caribbean area and South America. 
Offices in New York, London and Paris. Correspondents the world over. 


Total Assets Exceed 4 Billion Dollars 











JAMES E. COYNE 
Discusses economic fallacy 


gin and prevent them from getting 
out of control. If it fails in this, the 
costs of production will rise above 
those of other countries with which 
it trades or with which it competes 
in foreign markets, with serious con- 


| sequences for everyone in Canada.” 


The rise in Canadian interest rates 
which began last May has been ac- 


_celerated by an inflation psychosis 
| which arose out of investors’ fears 
| that large government deficits and a 


continued upward pressure on prices 
were omens of potential inflation on 
a large scale, Mr. Coyne said. He 
added that these inflation fears were 
exaggerated “particularly if appro- 
priate steps may be expected to be 
taken to overcome government def- 
icits.” He did not spell out what 
these appropriate steps should be, 
but Bank of Canada officials hinted 
deficits could be overcome in a variety 
of ways, including higher taxes, low- 
er federal spending, expansion of the 
economy, or a combination of these 
moves. 

Mr. Coyne dealt in detail with 
Canada’s economy last year, pointing 
out that the 1955-57 “tight money” 
policy should not be repeated, and 
that the monetary policy should “re- 
main true to the basic principles of 
sound money.” 

General loans of the chartered 
banks, he added, remained below the 
1957 level until late in 1958, then 
rose in a period in which they nor- 
mally decline, giving an increase for 
the year of $75 million. Personal 
loans increased by 24 per cent while 
business loans decreased. 

The report also reviewed consumer 
credit and finance companies, point- 
ing out that consumer credit in- 
creased by $40 million in 1958 as 
compared with increases of $58 mil- 
lion in 1957, $281 million in 1956 and 


Burroughs Clearing House 








ng 


ve 
ich 
tes 
yn- 

9? 
tes 
ACc- 
sis 
ars 
la 
ces 


He 
are 
ro- 


ef- 
nat 
be, 
ted 
ety 
w- 
the 
ese 


ith 
ing 


sty? 


nd 





a total of $237 million in 1955. 
Home financing through the gov- 
ernment’s Central Mortgage and 
Housing Corporation amounted to 
$1,199 million in 1958 compared with 
$752 million in 1957. CMHC supplied 
about one-third of the money, and 
the rest was supplied by the char- 
tered banks, life insurance com- 
panies, and the trust and loan firms. 
The Bank of Canada showed net 
earnings of $88,631,680 in 1958 as 
compared with $68,711,435 in 1957. 


5 « . 


Capital Investment Outlook 


A survey shows that investment 
intentions by government and pri- 
vate institutions in Canada in 1959 
approximate $8.3 billion, according to 
Trade and Commerce Minister Gor- 
don Churchill. This compares with 
$8.4 billion estimated for 1958 and 
the record level of $8.7 billions spent 
in 1957. The overall total of intended 
outlays on construction and machin- 
ery, including repairs, is $11.1 bil- 
lion, equal to that of 1958. 

Housing and non-residential con- 
struction will be down slightly from 
1958 to $1.7 billion and $4.1 billion, 
respectively. Machinery and equip- 
ment capital expenditures will also 
be down slightly to an estimated $2.5 
billion. 

Mr. Churchill stated in the Cana- 
dian Parliament that “in recent 
months there has been a marked in- 
crease in the volume of new projects 
coming forward. Consequently, a 
larger proportion of the 1959 pro- 
gram is comprised of work on newly- 
initiated projects, as opposed to the 
carry-over of work on undertakings 
started in previous years. This 
change in the make-up of the invest- 
ment program is indicative of new 
interest in expansion. . .. This re- 
flects the underlying confidence of the 
businessmen in the future of Can- 
ada.” 
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Upper-Level Promotion 


Wallace H. Collie, superintendent 
of the business development depart- 
ment of the Bank of Montreal at 
its head-office at 
Montreal for the 
past four years, 
has been appoint- 
ed an assistant 
general manager. 
He will continue 
to direct the 
bank’s business 
development pro- 
gram. He has 
served as manager of branches at 
Montreal, Toronto, Edmonton, Lon- 
don and Paris, France. 
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Interested 


in 
doing 
business 


in 
Canada? 


If so, you will find concise, helpful 
information in the completely 
revised new edition of The Bank of 
Nova Scotia’s memorandum on 
Income Taxes and Other Legislation 
Affecting Canadian Enterprises. 

You can obtain your free copy of 
this BNS booklet by filling in and 


mailing the coupon below. 
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The Bank of Nova Scotia, 
New York Agency, 
37 Wall Street, N.Y. 


Gentlemen: 


Please send me a free copy of your newly-revised booklet on 


Income Taxes and Other Legislation. 


FUMING. 2 0 a ciecvonseeveeses nocdescesoccevescare evcccece 
Address...... PTOTTTTTITITITITTTiTiiTTiririi titi. 
Company Name..... PITTTTITITITITITT TTT iT Tit 
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New York Agency: 37 Wall Street. Chicago Representative: 
Board of Trade Bidg. General Offices: 44 King St. West, Toronto. 
London Offices: 24-26 Walbrook, E.C.4; 11 Waterloo Place, S.W.1. 


Correspondents wherever men trade. 
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an atmosphere of distinction 


Congenial warmth greets the customer of the Oneida 
County Savings Bank in Rome, N.Y. through the harmonizing 
decor and an atmosphere of open welcome. Watson 
counters blend into the overall picture and lend their 

visible quality to the prestige. 


a designed area of efficiency 


Prompt customer service is guaranteed by Watson 
coordination of functional efficiency with 
customized quality equipment. 


In harmony with building designs and 

interior plans, our engineers and skilled metal 
craftsmen create and develop counter equipment 
to meet architects’ specifications, all coordinated 
to reflect the individual and personal 

character of the bank. 


MANUFACTURING COMPANY, Inc. 


Burroughs Clearing House 








ouse 











THE BOOKLET COUNTER 








Agricultural Representative . . . 
The University of Tennessee has 
published an excellent bulletin con- 
cerning the agricultural representa- 
tive program in the state’s commer- 








Role of bank farm men 


cial banks. Citing the growing 
importance of the farm represent- 
ative to a bank at a time when farms 
are increasing in size and financial 
needs, the report carries the Uni- 
versity’s findings on the needs of 
farm capital, the role of the commer- 
cial bank as a credit source, the 
activities of the farm representative, 
the benefits and cost of the program 
to the bank, and the qualifications 
for these men. 


Better Bank Security . . . A vari- 
ety of security services for banks, 
both protective and detective, is de- 
scribed in a 12-page brochure offered 
by one of the nation’s largest detec- 
tive agencies. Covering the work of 
uniformed guards and private inves- 
tigators, the booklet highlights the 
agency’s contributions to bank pro- 
tection since the mid-19th century. 
The booklet lists the types of serv- 
ices offered by the firm. 


Salary Administration . . . Real- 
izing the need for a uniform salary 
standard for bank personnel below 
the officer level. a Philadelphia man- 
agement consultant firm has intro- 
duced a new program aimed at ap- 
praising employee performance and 
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giving merit ratings. To explain this 
program, the firm has published a 
booklet that outlines its job evalua- 
tion practices and its performance 
testing. The firm has developed job 
evaluations for some 100 different 
jobs in all bank departments. 


Municipal Bonds . . . During 
1958, a St. Louis bank released a 
series of booklets explaining the ele- 
mentary characteristics of municipal 
bonds. So well were the booklets re- 
ceived that the bank has compiled all 
10 pamphlets into a single 23-page 
piece. Topics discussed in the collec- 
tion include the secureness of the 
investment, Federal Income tax ex- 
emption, what municipal bond money 
builds, maturity dates, marketability, 
diversification of investment, who 
buys these bonds, and yields. The 
bank’s own position in the munic- 
ipal bond market is also covered. 


Mutual Savings Banking . . . To 
those interested in learning the ori- 
gins, purposes and services of the 
country’s mutual savings banks, the 


group’s national association recently ° 


published a fact book. Written con- 
cisely in the booklet’s 16 pages is a 
quickly digested review of the his- 
tory, geographical locations, manage- 
ment, services, investments, earn- 
ings and expenses, interest, taxation, 
and economic function of these sav- 
ings banks. Deposit and withdrawal 
practices are also explained. 


Securities and Profit Sharing 
... What happens when fluctuations 
in the stock market bring a decline 
in the value of an employee’s profit 
sharing account can sometimes em- 
bitter the employee, according to a 
business consultant firm. To help 
management explain the workings of 
the security market, the firm has re- 
leased a 14-page illustrated booklet 





These booklets are available upon 
request, free of charge or obliga- 
tion, under an arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











designed to be distributed to em- 
ployees. The reasons for a fund’s in- 
vestment in stocks and bonds are 
enumerated. Sample copies may be 
obtained free. 


I Want To Save . . . Is, in the 
words of the publisher, “a 16-page 














Unusual promotion piece 


booklet with a light cartoon approach 
to a serious subject.” Designed as a 
promotional piece for savings de- 
partments, the booklet offers some 
clues to intelligent spending and a 
technique for acquiring the saving 
habit. The last pages contain a per- 
sonal reminder chart so the reader 
can keep track of fixed expenses and 
monthly savings. Sample copies are 
offered. 


Style in Writing . . . A recent 
Monthly Letter of one of Canada’s 
large banks has some pertinent re- 
marks concerning the art of written 
communication. Running the gamut 
of nearly all forms of writing from 
fiction to letter writing, the author 
encourages a writer to develop a 
style that will compliment his 
thought on the subject he is dealing 
with. The author asks for simplicity 
that will clarify the subject matter, 
but not at the expense of brevity, 
nor at the loss of an effective style 
aimed at reader interest. 








Tomorrow's concept of drive-up equipment 
is here now...in the advanced design of 


HERRING: HALL: MARVIN FIVE STAR x«++» 
CONSTELLATION DRIVE-UP WINDOWS 
















THIS NEWEST OF FIVE STAR tte& 
CONSTELLATION DRIVE-UP WINDOWS 
. . . The Mark IV Model with stainless 
steel skirt extending almost to curb 
level . . . is available in 80” and 67” 
widths, inside counter measurements. 
Installation is simple . . . the contractor 
simply slides the complete window into 
the prepared masonry opening and 
caulk-seals it. 

Fully illustrated literature available on 
request. 





THE DESIGN OF ANY DRIVE-UP WINDOW IS ONLY AS MODERN AS ITS DEPOSITORY DRAWER ed 


Herring+Hall+Marvin’s exclusive all-weather 
drop-front depository drawer design is years 
ahead. The unobstructed front opening plus 
the hinged lid of Plexiglass make it the eas 
iest of all to see into, and reach into, from 
any car or truck 


Another important feature, at no extra 
cost, is the dua! operation switch. Teller sim 
ply flips a lever to change from electric to 


manual control of drawer. 

The advantages of this modern equipment 
are not limited to the depository drawer. 
From the almost carefree stainless steel ex- 
terior to the teller’s Swing-Away Seat inside 
(optional), you'll find more and more rea 
sons why Five Star ****x* Constellation 
equipment is so attractive to management, 
tellers and customers. 





HERRING-HALL*MARVIN SAFE CO.°¢ Hamilton, Ohio 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Home Improvement Notes 


The Supreme Court of Errors of 
Connecticut favored the bank which 
held home improvement notes on 
storm windows which did not fit. 

A salesman for a distributor of 
aluminum windows and doors filled 
out and the homeowners signed a 
contract to purchase windows and 
a door for $697.00. The homeowners 
filled out and signed an application 
to the bank for a property improve- 
ment loan containing pertinent in- 
formation concerning their financial 
condition. When the windows were 
delivered, the homeowner signed 
a borrower’s completion certificate 
which recited that all of the articles 
had been furnished and installed and 
the work had been satisfactorily com- 
pleted. The bank discounted the note 
for $825, payable to the distributor 
in monthly installments. The note 
contained the admitted signatures 
of the homeowners and was endorsed 
by the distributor. The difference be- 
tween the amount of the note and 
the purchase price represented in- 
terest on the loan and insurance on 
the life of the homeowner. 

The homeowners made no pay- 
ments on the note because they 
claimed that the windows did not fit 
and the door had not been delivered. 

In the suit by the bank, the Court 
found that the homeowners’ repre- 
sentation that the note together with 
another paper had been represented 
to them as being used solely to deter- 
mine their credit and that their sig- 
natures had been fraudulently ob- 
tained was not proved, and therefore 
the bank had no burden of going 
forward to prove that it was a holder 
in due course and not subject to these 
defenses. 

First Nat’l Bank & Trust Co. of New 
Haven v. Herbert C. Roehl, Sr. et al., 
148 A.2d 259 (1959) 
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Vesting Order 

The Supreme Court of the United 
States reversed the Appellate Court 
of Indiana, ruling that a state court 
is without power to review the dis- 
cretion exercised by the Attorney 
General of the United States under 
Federal law. In this case, the Indiana 
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State Court entered a judgment dis- 
tributing the assets in the hands of a 
testamentary trustee, in disregard of 
a vesting order issued by the United 
States Attorney General pursuant to 
the Trading With the Enemy Act. 
Thus the Appellate Court of In- 
diana was powerless to hold that the 
Attorney General improperly exer- 
cised_his discretion in making the 
vesting order. 
William P. Rogers, Attorney Gen. of 
U. S. v. Calumet National Bank of 
Hammond, US 8 L ed 2d 344, 79 S Ct 
(1959). 
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Bankrupt’s Certified Check 


The United States District Court 
for Michigan overruled its referee 
in bankruptcy to hold that where an 
employee owed the Federal Govern- 
ment certain social security and em- 
ployees’ withholding taxes and had 
a certified check drawn in favor of 
the Government in payment thereof, 
he would be deemed to have set the 
money aside, creating an identifiable 
fund which was beyond the reach of 
his trustee in a subsequent bank- 
ruptcy. 

The $1,090 check in question had 
been certified in November, and the 
following February an involuntary 
petition in bankruptcy was filed 
against the employer, who had re- 
tained continuous possession of the 
check. It had not been delivered to 
the Internal Revenue because the 
bankrupt’s bookkeeper questioned 
the debt and the amount. After the 
bankruptcy, the referee instructed 
that it be turned over to the trustee 
in bankruptcy. 

The bankrupt appealed the ruling 
and was successful in having it 
turned over to the Federal Govern- 
ment. The Court said: “. . . there 
couldn’t be any clearer ‘trust’ than 
this nor any clearer ‘tracing’ of a 
trust, since the moment the check 
was certified, the specific fund was 
thus created. The sum and substance 
of what the parties had done was 
this—‘Since we,’ the employer said, 
‘collected and withheld this money 
in “trust” .... and mingled it with 
our own, we’re now going to make 
sure that the United States gets 


money so collected and withheld for 
the purpose enacted in the act. We 
are going to place it in a fund that 
is unreachable by anyone else until 
the amount of the tax, if any, is 
admitted or proven.’ 

“The employer not only had a duty 
to do what it belatedly did, but there 
are certain penalties under the act 
which the employer undoubtedly 
wanted to avoid. Mr. Kircher ex- 
pressed himself as not wanting to 
deprive any of the employees from 
getting this money; but whether 
that was the real reason or whether 
he feared something else is immate- 
rial. The employer held this money 
in ‘trust’ for the United States and 
then set the money aside, thereby 
creating an identifiable fund, beyond 
reach, held in ‘trust’ by operation of 
law. The presence of the certified 
check in the case at bar plus the law 
itself distinguishes this from those 
cases relied on by the referee’s con- 
clusion that the fund was not traced.” 
In Re States Motors, 168 F.Supp. 
82 (1959) 
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Accommodation Maker 


The Court of Appeals of Maryland 
has held that where a wife wrote a 
check to be applied as part payment 
of money owed by her husband, she 
was an accommodation maker and 
was liable even though all parties 
involved knew the check was drawn 
against uncollected funds. 

The plaintiff operated a check- 
cashing service and cashed checks 
totaling over $20,000 for the hus- 
band. These checks turned out to be 
worthless. To make good in part, the 
husband gave his wife a check of a 
third person in the amount of 
$12,500. She deposited it in her 
checking account and drew her check 
for the same amount to the order 
of the plaintiff. The husband gave his 
wife’s check to the plaintiff who 
called the wife’s bank, and was told 
that she had made a large deposit in 
the morning and if the checks she 
deposited were good, then his check 
would be good. 

When he received the “insufficient 
funds” word, he sued and recovered 
a judgment against the wife, not- 





withstanding her objection that she 
received no consideration. 

The Court said: “She lent her 
name to her husband and is liable 
on her check to a holder for value, 
although she herself did not receive 
value. ... A wife may be an accom- 
modation maker for her husband 
and, as in other cases, the considera- 
tion which supports her promise to 
pay is that moving to the accommo- 
dated party, her husband. ... The 
pre-existing debt due by the husband 
to the plaintiff was consideration 
supporting the wife’s signature.” 

The Court went on to say, for the 
plaintiff to have been on notice of an 
infirmity in the check, his action in 
taking it must have amounted to bad 
faith and knowledge that it was 
drawn against uncollected funds was 
not alone bad faith. 

Blacker v. Bukowitz, 148 A.2d 382 
(1959) 
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FHA Mortgage Foreclosure 


In an action by the United States 
to foreclose a mortgage secured by 
a Federal Housing Administration 
undertaking, the United States Court 
of Appeals, Fifth Circuit, Georgia, 
overruled its District Court. It held 


that: where documents relating to a 
replacement reserve fund were es- 
tablished under a mortgage loan 
secured by the FHA and permitted 
but did not require the FHA as hold- 
er of the mortgage to apply the re- 
serve replacement fund to mortgage 
delinquencies, and also where there 
was nothing in the mortgage which 
so required and there was no such 
requirement under Georgia law, 
the mortgagor’s failure to pay 
monthly installments due placed the 
mortgage in default. The court 
therefore authorized the mortgagee 
to declare the entire balance due and 
payable. 

The mortgagor constructed, owned 
and operated an apartment house 
project, which secured the mortgage, 
and an assignment of rents was made 
by the mortgagor operative upon a 
default under the mortgage. The loan 
was insured by the FHA. The cor- 
porate charter provided for one hun- 
dred shares of preferred stock, which 
were issued to the FHA and provided 
that the company would establish and 
maintain with the mortgagee a reserve 
fund for replacements by a certain 
monthly allocation. This reserve fund 
was placed under the control of the 
mortgagee and disbursements there- 
from were only with the consent of 
the holders of preferred stock. It 
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was provided “that in the event of 
a default in the terms of the insured 
mortgage, such funds of the mort- 
gagor as may then be in our hands 
may be so applied to any delinquen- 
cies in the terms of payment of the 
insured mortgage as may be pro- 
vided by the terms of said mortgage 
or as may be required by the laws of 
the state having jurisdiction.”’. 

The mortgage note and security 
documents were originally made 
to a bank, which assigned it to 
the Prudential Insurance Company, 
which commenced a strict foreclosure 
by advertising when payments fell 
due and were unpaid. The company 
demanded that foreclosure proceed- 
ings be terminated and that the in- 
debtedness be brought into a current 
position by application of funds from 
the replacement reserve fund. The 
insurance company rejected this pro- 
posal and transferred the mortgage 
note and other security instruments 
to the FHA. The replacement reserve 
fund was turned over to the FHA, 
which gave the company notice that 
there was a default and therefore 
declared the entire amount due and 
payable. 

The FHA then instituted a suit to 
foreclose. The Court appointed a re- 
ceiver, and the common stockholders 
sought to intervene, stating that the 
FHA had more than enough of the 
company’s funds in its hands to meet 
all payments due on the indebted- 
ness. The stockholders hoped that 
the receiver would pay the claims 
represented by notes held by them. 
The government alleged insolvency 
of the company. After the hearing, 
the court said that it would order 
payment of the intervening unse- 
cured creditors and hold the fore- 
closure in abeyance. But it refused 
to pass on the question of insolvency. 

The Circuit Court said the deci- 
sive question was: “. . . whether 
there was a default by the company 
in making the payments on the mort- 
gage note. That the installments were 
not paid by the company when due 
is conceded. The failure of the com- 
pany to make the payments would 
be a default unless there was a duty 
on the part of the holder of the 
mortgage to apply, from the replace- 
ment reserve:-fund, such amount as 
might be required to cover the un- 
paid installments. If such a duty 
existed it would be because of some 
agreement of the parties expressed 
in the documents which related to 
the fund. These provisions permit 
but do not require FHA, as holder of 
the mortgage, to apply the reserve 
replacement fund to mortgage de- 
linquencies. There is nothing in the 
mortgage which requires such appli- 
cation nor is there, so far as we can 
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The Cleveland Trust Company, Cleve- 
land, Ohio, is renowned, among other 
reasons, because it has the largest 
branch banking system between New 
York and California; to be exact, it has 
a total of 69 banking offices. 


A bank of this size requires a large 
number of Brandt Automatic Cashiers 
(coin paying machines) to give the best 
of service to its more than 700,000 
customers. 427 of these machines are 
in use by The Cleveland Trust Com- 
pany. The first machine was installed 
in the year 1913, additional machines 
have been acquired as needed by the 
growth of this great bank. 
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Exterior view of Main Office of The Cleveland Trust Company. 
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ascertain, any requirement of the 
Georgia law that such application be 
made. Therefore, we conclude, the 
failure to pay the monthly install- 
ments put the mortgage in default, 
and under its terms, the holder was 
authorized to declare the entire bai- 
ance due and payable. The mortgage 
holder, upon the occurrence of the 
default, acquired a lien upon the 
rents, and this lien was not impaired 
by the appointment of the receiver. 
On the contrary, the collection of the 
rents by the receiver protected and 
preserved the lien upon the net 
rentals. The receiver was appointed 
without any determination by the 
court of the insolvency of the com- 
pany. A large discretion is vested 
in the trial court in the appointment 
of a receiver in a mortgage fore- 
closure. In the absence of an abuse 
of discretion, and unless some prin- 
ciple of substantial equity has been 
violated, an appellate court will not 
control the trial court’s discretion.” 

The Court found that substan- 
tially all the funds in the hands of 
the receiver came from rents paid 
subsequent to the default. The Gov- 
ernment, as mortgagee, had a lien 
on those funds, with nothing shown 
which gave the intervenors a priority 
over the mortgage debt. Therefore, 


the Court could not properly direct 
payment to unsecured creditors on 
account of this lien. 

“The order allowing payment to 
the intervenors must be set aside. 
The Government is entitled to pro- 
ceed with the foreclosure irrespec- 
tive of the insolvency of the Com- 
pany. Should a deficiency exist after 
the application of the funds subject 
to the Government’s lien, including 
the reserve fund for replacement, 
and the application of the net pro- 
ceeds of the foreclosure sale, and 
the Company is not insolvent, the 
Government would be entitled to 
share ratably as to its deficiency with 
other creditors, including the inter- 
venors, as to unencumbered funds.” 
United States v. Pine Hill Apart- 
ments, 261 F.2d 667 (1959) 
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Unsettled Note 


The Court of Appeal of Louisiana 
held that where the promisor had 
given a chattel mortgage on an auto- 
mobile to secure the note and upon 
payment becoming delinquent, the 
promisee had said it would be satis- 
factory for the promisor to pay the 
sum of $400 and to take title to the 
automobile clear of the mortgage. 
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But it was agreed that the balance 
due on the note remained due, and 
thereafter the promisor made pay- 
ment of a $400 check stating “by 
endorsement this check when paid is 
accepted in full payment of account”, 
the promisee had not gratuitously 
remitted the balance due. 

The original note was for $1284 
and it had been paid down to $970. 
Thereafter the $400 check was paid 
bearing the endorsement noted 
above. The defendant contended that 
by endorsing the check and negoti- 
ating it, the plaintiff promisee had 
released him from all obligations 
on his note. The debtor advised the 
creditor that he could get $400 for 
the car and asked that the title be put 
in transferable condition free of the 
lien. The creditor had advised: “ ‘In 
answer to your letter of recent date, 
we wish to advise that we are for- 
warding the title today on your car 
to Herbert & LeBleu, Inc., Jennings, 
a dealer with whom we have been 
doing business for years. If you will 
go with the party to purchase your 
car, they will turn over the title to 
him upon receipt of the $400 men- 
tioned in your letter. 

“ “After this amount has been sent 
to us and credited to your account we 
will then expect a definite arrange- 
ment whereby payments of at least 
$40 a month will be made to retire 
your balance. Please give to Mr. Le- 
Bleu the date on which you will make 
the first $40 payment.’ ” 

There was a subsequent conversa- 
tion on the matter which the debtor 
interpreted to mean that the $400 
would be full payment and the cred- 
itor interpreted it to mean that the 
defendant understood that the bal- 
ance due on the note was still due and 
collectable. Herein the Court ac- 
cepted the creditor’s version saying: 
“The fact that defendant did not re- 
quest the note at the time he con- 
tends that he paid it in full is very 
strong evidence that he well knew 
that he was not entitled to and was 
not getting a full discharge from his 
obligation to the plaintiff. Both plain- 
tiff and defendant knew that the bal- 
ance due on the note was more than 
twice the sum of $400, and both 
plaintiff and defendant knew that the 
security, the 1952 Buick, was worth 
no more than $400 as of January, 
1957. At no time prior to making the 
check of February 5, 1957, did the 
defendant contest that he owed the 
full balance due which the plaintiff 
here seeks.” 

“There was no consideration given 
by the defendant for such a compro- 
mise and... there was actually no 
dispute between the parties as to 
what was due and, therefore, nothing 
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to compromise.” 

The Louisiana statute provides: 
“The remission of the debt is either 
conventional, when it is expressly 
granted to the debtor by a creditor 
either having (creditor having) a 
capacity to alienate; or tacit, when 
the creditor voluntarily surrenders 
to his debtor the original title under 
private signature which establishes 
the obligation.” 

Plauche-Locke Securities v. McCall, 
103 So. 2d 296 (1958) 
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BANK AUTOMATION 


CONTINUED FROM PAGE 37 


in the new E-13-B font are imprinted 
on some 45,000 checks each day. 
Account numbered and imprinted 
checks are now supplied to 44 per 
cent of the bank’s 270,000 checking 
accounts. Checks have been stand- 
ardized as to size, form, and style. 
The First Pennsylvania Banking and 
Trust Company predicts that in one 
year, 90 per cent of its checks in 
circulation will follow the new for- 
mat and be properly encoded. Study 
on check design at the Mercantile 
Trust Company has progressed to 
the point that the bank looks for 
little delay in supplying customers 
with proper checks once account 
numbering has been accomplished. 

Five assistant cashiers at First 
National of Boston have been se- 
lected for a training program in the 
design of checks. These men will later 
work with the large commercial ac- 
counts at the bank to arrive at check 
designs that will be compatible with 
bank operations. 

First Pennsylvania Banking and 
Trust and the Michigan National 
Bank are completing the develop- 
ment of methods that will bring full 
automation into reality. Both are 
readying their operations for com- 
puters and are enthusiastic about 
predicted results. 

The First National Bank of Boston 
has been handling deposit account- 
ing work of special checking accounts 
on a computer for the past six 
months. The computer program es- 
tablishes batch totals, sorts data in 
ascending account number sequence, 
summarizes items by controlled units 
and establishes 17 controls for proof, 
updates and rewrites master file 
records, prepares a trial balance, and 
prepares customer account state- 
ments. 

The First National City Bank has 
announced plans to use a system built 
around a reusable jacket to transport 
items through the bank with a 
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strip of magnetic tape carrying en- 
coded data and affixed to the jacket. 
According to J. Stefan, assistant 
vice-president, this system assures 
the bank that the actual document 
will accompany the related data be- 
ing entered to the account. 
Mercantile Trust Company hopes 
to complete its studies on check 
processing by the end of the year, 
and meanwhile, is planning a system 
that would be compatible to full auto- 
mation. Broad Street Trust has 
already ordered the hardware for a 
semi-automated system. 


N_ studying automation, Vice- 

President Forde Steele of Central 
National commented, “Our principal 
concern is whether fully automated 
bookkeeping systems will be economi- 
cally feasible for a bank of our size. 
In the minds of some experts, there 
seems to be no doubt that a bank 
with 80,000 checking accounts should 
be able to utilize a computer on an 
economical basis. However, we have 
not yet proved that this is so, and, 
until we do, we shall continue to 
utilize the bookkeeping system which 
seems to be one of the most economi- 
cal systems today—the numeric 
proof system on conventional posting 
machines.” 

Still another cautious approach to 
full automation has been taken by 


M. B. Lake, vice-president and comp- 
troller at the Seattle-First National. 
His comment is that, “Large banks 


and those in metropolitan centers 
will probably attain a 94-96 per cent 
utilization of pre-numbered input 
‘data within a three to eight year 
period. Acceptance by the public and 
utilization of similar systems by 
competing banks will be controlling 
in our opinion.” 

This public acceptance is of con- 
cern to Mr. Lake. He recognizes the 
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need for customer education and sug- 
gests that banks within each commu- 
nity make a joint effort to educate 
the public-on the reasons for check 
encoding. ‘ 

The majority of the banks con- 
tacted estimated that it would take 
18 months to two years for the pipe- 
lines in their individual institutions 
to become adequately filled with 
documents to make automation suc- 
cessful. One bank, studying the 
mathematical breakdown of check 
mechanization, reported that even a 
five per cent deficiency in fully en- 
coded checks could place such a large 
burden on an electronic processing 
system as to make it economically 
unfeasible. Another bank recom- 
mends that encoded documents should 
be in use for at least one year before 
a conversion in check handling sys- 
tems is made. 

The Federal Reserve Banks, mean- 
while, have been actively working 
for some means of mechanization 
that would speed check collections 
throughout the country. In addition 
to their work with the A.B.A.’s tech- 
nical committee, the banks have been 
busy carrying on their own research 
in the field of check mechanization. 
Working with the Stanford Research 
Institute, Menlo, California, the sub- 
committee on electronics first studied 
operating techniques and procedures 
at five Reserve banks and made pro- 
jections for conversion to an auto- 
mated system. The Institute then 
prepared operational performance 
specifications for business machine 
and associated manufacturers for 
the development of equipment re- 
quired by the Reserve banks. When 
proposals for this equipment were 
received, surveys were taken at the 
five Reserve banks to determine the 
costs of an automated system as 
against those of a conventional pro- 


gram. The surveys highlighted the 


fact that economic feasibility ofan 
automated system is vitally affected 
by the percentage of items that 
would be received by the Federal Re- 
serve Banks encoded in the common 
machine language with the transit 
number-routing symbol and/or dollar 
amount. 

Negotiations are now in progress 
for six equipment manufacturers to 
install equipment in five pilot in- 
stallations. The high speed docu- 
ment handling equipment will employ 
magnetic ink character recognition 
in conformity with the recommenda- 
tions of the A.B.A. Five machine 
manufacturers have already submit- 
ted proposals for the hardware and 
present target date for the installa- 
tion of the equipment is during the 
first half of 1960. The five offices 
selected for the tests will be an- 
nounced later. 


ECAUSE of the importance of 
having in circulation by the time 
of pilot installations adequate quan- 
tities of preprinted checks, a survey 
will be made during the coming 
months of the preprinting plans of at 
least the larger banks in each Fed- 
eral Reserve district, and of the atti- 
tude of such banks toward the encod- 
ing of dollar amounts of checks they 
deposit in the collection chain. 

The A.B.A. booklet sums up or- 
ganized banking’s position in the 
field of automatic check handling 
when it states, “the common machine 
language concept for checks will, 
undoubtedly, have a profound and 
beneficial effect on the banking in- 
dustry of the country. This is not 
going to happen overnight, and it 
may be some time before this evolu- 
tionary change is fully effective. The 
potential is here now, however; and 
it is up to the individual banks all 
over the country as to how soon this 
potential will be realized.” 


PERSONNEL RELIEF STARE 


CONTINUED FROM PAGE 43 


| the columns opposite the appropriate 


branch office designation, and the 
names of the relief replacements are 
written immediately below the names 
of the people on vacation. Any Gen- 
eral Relief Staff members who are 
not being used for illness replace- 
ments as of Friday are temporarily 
assigned on Monday’s schedule to a 
branch office. 

The 3 x 5-inch control cards are 
then checked against the assignment 
sheet to make sure no General Relief 
Staff member has been omitted in 
the transfer from one assignment 
sheet to another. After assignments 


have been set and verified, and all 
relief staff personnel accounted for, 
the next step is to telephone 
each branch office concerned with 
next week’s relief assignments. Na- 
tional Bank’s practice is to handle 
all assignments and reassignments 
with the assistant branch managers. 

Two people in the Branch Depart- 
ment in the main office handle this 
assignment of staff within approxi- 
mately an hour’s time each morning. 

Members of the General Relief 
Staff are well-trained and well-quali- 
fied, and all branch office operations 
are uniform, so, it is a relatively 
simple matter for a member of 
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NBD’s General Relief Staff to step 
into his new assignment and handle 
it with dispatch and efficiency. 
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SHORT MONEY 
MARKET 


CONTINUED FROM PAGE 41 


on funds. In this process the market 
redistributed the available funds be- 
tween the most pressing uses. 

This service however was curtailed 
by the development of branch bank- 
ing during the nineteenth century. 
But the market found a new opening. 
While the banks through their 
branches did their own shuffling of 
funds, such lending rarely provided 
them with the portfolio maturities 
they desired. It was this function 
which the discount houses began to 
perform, and from their holdings, 
which they now carried “in stock” as 
opposed to the earlier “broking” busi- 
ness, they could supply the growing 
joint stock banks with maturities of 
their choice. 

In addition, an extremely impor- 
tant function developed during this 
period; that is the “call loan.” Since 
their bill portfolio grew beyond the 
capacity of their own capital, and 
since the banks had from time to 
time free funds which they did not 
desire to commit to bills of a fixed 
maturity but upon which they de- 
sired to earn some return, the dis- 
count houses borrowed these funds, 
“at call’, secured by an appropriate 
volume of their bill inventory. 

With the growth of the joint stock 
banks the inland bill declined in 
volume in the last quarter of the 
nineteenth century. But it was dur- 
ing this time that the external 
stability of sterling under the gold 
standard made the pound the inter- 
national currency par excellence. 
What the discount houses lost, there- 
fore, through the shrinkage of the 
inland bill, they more than gained 
through the increased use of sterling 
around the world to finance inter- 
national exchange. The London money 
market was the money market, and 
it benefited from the large volume of 
short term funds arising from the 
payment of earlier sterling credits 
and temporary current balances. 
Many of these funds were lodged 
with the banks, discount houses and 
acceptance houses as deposits, for a 
consideration. A large short loan 
fund thus developed. 

But the most severe blow to the 
discount houses was the failure of 
international trade to revive to its 
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former peak after World War I and 
its significant further reduction dur- 
ing the decade of the ’30’s. These 
factors reduced the volume of bills 
on London and thus the business of 
the discount houses. In addition, the 
tremendous growth of the Treasury 
bill as an instrument of short term 
finance had by the beginning of 
World War II almost displaced the 
old “salt water” bill. As early as 
World War I the discount houses had 
entered the Treasury bill market to 
bid individually for Treasury bills. 
In the middle ’30’s, they began to bid 
for the whole issue. Thus today, the 
Committee of London Discount 
Houses meets every Friday morning. 
As a result of this discussion con- 
cerning prices and commitments, 
tenders are submitted, the sum of 
which will amount to the whole issue. 
Each house thus submits its own 
tender but based on a price agreed 
upon at the meeting. The result is 
that the discount houses are the 
largest holders of and dealers in 
Treasury bills. 

Thus the new function of dealing 
in Treasury bills and short dated 
Government securities (up to 5 
years) today vastly overshadows the 
original bill upon which the business 
began. While figures are not avail- 
able, it is safe to say that probably 
80 to 85 per cent of the aggragate 
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portfolio is in Treasury bills and 
short governments, and only 15 to 
20 per cent in the traditional accept- 
ances. . 

Another great pillar of the London 
money market is the vast array of 
financial institutions literally blan- 
keting “The City.” The most impor- 
tant of these are the City offices of 
the great joint stock clearing banks 
and the London offices of the foreign 
banks. Their importance stems from 
two major relationships. First, they 
are the major source of money at 
call loaned to the discount houses. 
Second, they are also the largest 
and most consistent market both for 
Treasury as well as “fine bank bills” 
held in the portfolios of the discount 
houses. 


WO things are significant about 

the relationship of the joint stock 
banks to the short money market. 
They never tender for Treasury bills 
for their own account. The banks 
leave it to the discount houses to 
tender for the “hot” (i.e. new) bills, 
preferring to wait at least a week 
until they are “‘settled’”’ market-wise. 
Further, by lending to the discount 
houses at call the banks possess a 
non-depreciable asset, available im- 
mediately, and earning a modest re- 
turn. The latter is not so much as if 
bills were bought, but the differential 
is looked upon as a cost for attaining 
a minimum of risk with maximum 
maneuverability. 

Equally important is the position 
of the banks as markets for the port- 
folio of the discount house. A bank 
wishes to commit say £100,000, and it 
will purchase a “parcel” of bills from 
a discount house. The latter will 
supply the parcel made up of a vari- 
ety of acceptors and drawers, as well 
as covering different types of trans- 
actions and commodities. Not more 
than a small proportion, perhaps 5 
per cent will be “trade bills,” the 
balance qualifying as “fine bank 
These bills will have been 
“carried” by the discount house for 
at least a month or six weeks, dur- 
ing which time they have progres- 
sively “ripened.” It is this type of 
paper which the banks desire for 
their portfolios and which the dis- 
count houses can and do supply. 

The last pillar of the London short 


| money market is the Bank of Eng- 


land. This market is the area of its 
greatest and most solicitous concern. 
One of its major contacts with the 
short money market is through the 
“eligible” bill and the Treasury bill. 
To be eligible for re-discount or as 
collateral, a bill must bear two repu- 
table British names, one of which 
must be the acceptor and the other 
usually the endorser. But it isn’t 


anyone who holds such a bill that 
can re-discount it. This privilege ex- 
tends only to the discount houses, and 
thus their endorsement is the second 
reputable British name. Since the 
quality of the bill is to a large ex- 
tent determined by the responsibility 
and integrity of the acceptor and the 
endorser, the Bank of England ir- 
regularly informs itself of the opera- 
tions and activities of each, although 
as a general rule no periodic formal 
reporting is required. 

Resort to borrowing against or 
selling Treasury bills is also closely 
circumscribed. The Bank, in order 
to keep the market on its toes, pre- 
fers bills of very short maturity. To 
the extent the discount houses hold 
such maturities they possess eligible 
paper. But the shortest bills are 
usually, at least in any quantity, held 
by the banks. As a consequence if 
the Bank desires special maturities, 
only the joint stock banks can meet 
the need. But since 1825, when the 
Bank of England refused what was 
considered to be adequate aid to the 
commercial banks, the latter have 
neither borrowed from nor sold se- 
curities directly to the Bank. Begin- 
ning however in the early 1940’s the 
commercial banks began to accom- 
modate the Bank of England’s “spe- 
cial buyer” with such short-dated 
paper. While this overturned a tradi- 
tion of a century it tightened the 
links which the Bank has with the 
short money market. 


O much for the structure; how 

are these institutions related 
functionally? The acceptance houses 
convert a bill into an acceptance un- 
der a letter of credit, which when 
completed is sold to a discount house. 
The discount house buys the accept- 
ances and short government bonds 
with its own funds and those bor- 
rowed on call from the commercial 
banks. The commercial banks buy 
acceptances from the discount houses 
and also lend to the latter on call. 
The Bank of England as the lender 
of last resort, either lends to the 
discount houses against fine bank 
bills or Treasury bills for seven day 
periods, or re-discounts or buys the 
paper at the current market rate 
from the banks or the discount 
houses. In the limited dealings with 
the commercial banks, however, only 
purchases of short Treasury bills are 
made. In both cases, however, redis- 
counts or purchases, a net addition 
(or diminution in case of sales “or 
run-offs”) to the existing funds in 
the market results. 

Built up around this structural 
organization there has developed a 
skein of highly refined interest rates 
in which tradition plays as great a 
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part as does competition. The accept- 
ance house, having accepted a bill 
has turned the latter into a readily 
salable asset. These acceptances are 
sold to the discount market as fine 
bank paper and command the lowest 
rate in the short market. This rate 
of discount is a function of the cur- 
rent money market rate and the use 
of the particular acceptance. 


HE discount rate is determined by 

two principal forces, the day-to- 
day money rate which the discount 
houses pay for their funds from the 
clearing banks and the rate on Treas- 
ury bills. The rate on day-to-day 
money depends upon the volume of 
acceptances and Treasury bills which 
the discount houses are carrying in 
the aggregate in relation to the avail- 
able funds which the clearing banks 
can lend, having consideration for 
their own liquidity position. When the 
funds are ample, the rate will fall to 
the basic level which is 4% per cent to 
3% per cent above the clearing banks 
deposit (time) account rate. The 
latter in turn is normally set at 2 
per cent below Bank rate. If, how- 
ever, the clearing banks in pursuing 
their own policy reduce the net ag- 
gregate of funds to the discount 
market the rate will of course rise 
above the basic rate. 

The upper limit to which the rate 
in the discount market will rise is 
determined by Bank Rate at the 
Bank of England. Since the Bank 
Rate is always kept above the dis- 
count rate any users of Bank funds 
must borrow at a “penal” rate which 
means their operations insofar as 
these marginal funds are concerned, 
must be carried on at a loss in rela- 
tion to the previous prevailing rates 
in the discount market. 

But the discount market has an 
alternative before it borrows or re- 
discounts at the Bank of England. 
This is “privilege” money. If there 
is a net shortage in the market of say 
£2,000,000, before the discount 
houses appeal to the Bank they will 
use such overdraft facilities, previ- 
ously arranged, in amounts varying 
among the various houses depending 
upon their portfolio and the net re- 
sult of their borrowing success and 
“call” repayments during the day. 
One of the most colorful sights in 
the City is to see the silk-hatted rep- 
resentatives of the discount houses 
making their morning rounds in 
order to balance their daily money 
position. 

But suppose this £2,000,000 short- 
age persists? The clearing banks will 
not indefinitely make up this short- 
age, for to do so means they must 
abandon their own qualitative li- 
quidity policy. Under such circum- 
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stances, the discount houses will be 
forced into the Bank and this is one 
of the links by which new central 
bank credit is siphoned into the 
market. Since the clearing banks do 
not deal directly with the Bank but 
the discount houses do, the latter 
will acquire at Bank Rate the re- 
quisite £2,000,000 which they will 
pay to their bankers collectively to 
repay the “privilege” money. When 
these checks have been cleared, the 
clearing banks’ balances at the cen- 
tral bank are £2,000,000 higher, the 
overdrafts of the discount houses 
are paid off and the market has the 
requisite funds. Such borrowing, 
however, especially if long-continued, 
increases the average cost of the 
money borrowed by the discount 
houses and thus increases the rates 
in the discount market. 

Since rates in the short money 
market will have increased, the clear- 
ing banks will increase their day-to- 
day rate to preserve the customary 
¥g per cent to 3/16 per cent differ- 
ential between the bill rate and day- 
to-day rate. In addition, the discount 
houses will be willing to pay any rate 
below the current Bank Rate at which 
they are borrowing. The tendency is, 
therefore, for the clearing banks to 
benefit rate-wise. Furthermore, be- 
cause the rate on acceptances has 
risen, the relatively static overdraft 
rate of the joint stock banks becomes 
increasingly attractive to such bor- 
rowers as can exercise this alterna- 
tive. It will induce the banks to 
“shade” the rate upwards and/or 
force them to curtail any increase in 
their lending activities. This again 
will squeeze the market and stiffen 
the rate structure. 


T has been assumed that the Bank 

wanted to make Bank Rate effec- 
tive, and was willing to see the mar- 
ket borrow at the penal rate. The 
£2,000,000 shortage in the market 
earlier mentioned could well have 
come about by net tax payments into 
the exchequer account which the 
Bank knows will be reversed in one 
week. In such a case, if the Bank is 
not considering a change in the rate 
structure, the operation of the Bank’s 
“special buyer” would be brought 
into play. The special buyer operates 
in the Bank bill and Treasury bill 
market for the Bank. He is in daily 
contact with both these markets 
through the discount houses. Fur- 
thermore, the Bank always is hold- 
ing some bank bills and a large vol- 
ume of Treasury bills. These, especi- 
ally the former, “run-off” on varying 
dates. Therefore, to maintain the 
portfolio there must always be an 
inflow of varying amounts of paper. 
The speeial buyer has two weapons 
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at his disposal to relieve the discount 
market of borrowing at the penal 
rate. He may increase the intake of 
acceptances over the run-off by the 
estimated amount of the market 
shortage, or by inference he may let 
it be known that he is willing to be 
a Treasury bill buyer in the market. 
What is important is that such pur- 
chases made by the special buyer are 
at, or very near, the current market 
rate. This means therefore that any 
temporary deficiency of funds in the 


CONTINUED FROM PAGE 39 
which may be up to a $250 maximum, 
plus a 15 cent charge, and delivers 
the check and the remaining copy to 
the customer. 

At the close of each day’s business, 
issuing agencies are required to re- 
mit to the bank the total face amount 
of all checks issued and one-half of 
the charges collected. Their remit- 
tances are accompanied by transmit- 
tal letters and the bank register 
copies of the checks. The bank insists 
upon daily transmittals in all but a 
few exceptional cases, where the 
number of checks issued is small 
and the area is remote. In these 
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market is not allowed to disturb the 
existing rate structure. 

Thus it is that fluidity is brought 
to the short money market in Lon- 
don. This is not to say that long- 
term funds do not also influence the 
short market, but the scope here has 
been limited. The short market is 
very delicately equilibrated as is in- 
dicated by the degree of fineness in 
the rate structure as well as in the 
interrelationship of the multiple 
rates. Its sensitivity is also greatly 


SELLING CHECK SERVICE 


cases special arrangements are made. 

The procedures which have been 
described were all worked out in the 
organization stages of the program 
and considerably in advance of any 
public announcement. The first step 
actually taken by the bank, after 
reaching a go-ahead decision, was to 
select Assistant Cashier William L. 
Joyce, of the Business Development 
Department, to head the program. 
Since then, he has served as chief 
coordinator of the various phases of 
the program and has spearheaded the 
promotional efforts among the bank 
branches and the retail outlets. To 
him should go all the credit for the 
success of the project. 

Mr. Joyce’s biggest job, at the out- 
set, was presenting the plan to the 
retail stores and others that we hoped 
to interest in becoming participants. 
Those chosen represented a_ select 
group in the eyes of the bank. The 
names were gone over carefully with 
officers of the main office and man- 
agers of the branch offices. 

Nevertheless, there was usually a 
selling job to do, particularly at the 
outset, and this fell to Mr. Joyce. 
The pian was presented as a traffic 
and goodwill builder and it was 
pointed out to the store that it was 
being given an opportunity to share 
with the bank in serving the public. 
That our approach was the proper 
one has been proved by subsequent 
developments. Today, we are just as 
apt to have a retailer apply to us for 
the service as we are to have to take 
the initiative in bringing him into 
the group. In no case did we present 
the plan as a loss-service, since the 
retailer receives a seven and one-half 
cent fee for each check issued. 


HE building up of the original re- 

tail group progressed from branch 
office to branch office, first in Phoenix 
and then in the out of town offices. 
With the plan already in operation 
at a branch, it was easy to demon- 
strate the simplicity of the operation 
to the prospects in the local area. 


magnified by the trading on the 
equity of the discount houses, whose 
capital it has been estimated com- 
prises only 5 per cent of its port- 
folio, the other 95 per cent of the 
portfolio being carried by borrowed 
funds. The vast bulk of the latter 
is upon a “day-to-day” basis. As 
such, the short money market is an 
extremely sensitive instrument in the 
apportionment of both national and 
international short funds among its 
marginal claimants. 


At the time we announced the plan 
to the public in June, 1957, we were 
able to advertise that our checks 
were “now available in 100 shopping 
locations throughout Arizona and 41 
First National Bank offices.” The ad- 
vertisements appeared in daily and 
weekly newspapers, and one Arizona 


F. KOSOBUD 
Vault Custodian 


W. L. JOYCE 
Asst. Cashier 


More checks for a retailer 


magazine, and were supplemented by 
other promotional efforts such as 
newspaper publicity, plus radio and 
television announcements. 

Recently, to aid in calling the check 
service to the attention of store cus- 
tomers, the bank printed a small ad- 
vertising form that can be placed in 
grocery bags at the checkout counter 
and wrapped in packages in other 
stores. This stuffer, which is shown 
on page 38, will be supplied by the 
bank to participating outlets that can 
use it to advantage. 

Some of the things we have learned 
from our experience are worth not- 
ing: That grocery and drug stores 
are generally likely to prove to be 
the best outlets. That stores in which 
the owner is active prove particularly 
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satisfactory. That turnover of out- 
lets is apt to be low, especially when 
stores are carefully selected. That 
most buyers of our checks do not 
have checking accounts. That the 
average check purchased by custom- 
ers is for $23. That customers like 
our type of check because it gives 
them a complete record and receipt. 

What about the results of our re- 
tail program? Let’s take check sales 
first. For the first month the plan 
was in operation, June, 1957, we sold 
951 checks. For June, 1958, the figure 
was 24,602, and for December, 1958, 
the figure was 34,813. 

For the month of December, 1958, 
the total dollar amount of checks 
sold was $817,931. Another figure 
that the bank watches with interest 
is the float figure. For June, 1957, 
this was $4,100. It has increased in 
practically every month the plan has 
been in operation. For December, 
1958, it stood at $138,967. 


Although our sales volume may 
appear small in comparison with 
some more heavily populated sections 
of the country having a similar pro- 
gram, per capita we feel they are well 
in line when you consider that our 
program has only been in operation 
a little over 18 months, that our state 
population is only about 1,000,000 
and is spread over a 113,575 square 
mile area. 

What about the profitability of the 
program to the bank? We would pre- 
fer not to give an exact figure but are 
willing to say it is in the neighbor- 
hood of three cents a check since a 
reasonable volume has been attained. 

Looking ahead, we expect the pro- 
gram to continue the growth pattern 
it has followed from the beginning. 

Last year our outlets sold 344,000 
checks and, allowing for a normal 
increase in the number of outlets, 
we believe we will hit 450,000 checks 
for 1959. 
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CONTINUED FROM PAGE 47 
a vast ghostly ark with peeling paint 
and sagging bannister along its once 
guest crowded veranda. In the gable 
were weathered letters, ‘Brown 
Beaver Inn.” 

“Look at that,” burst out the old 
director. “Nobody goes to an old-day 
hotel anymore ... it’s all motel courts 
beside rippling waters.” ° 

Mr. Spearhawk felt around in his 
brain. He became suspicious of his 
friend’s actions. 

“You trying to sell me a motor 
court?” he wheezed irritably. “I 
wouldn’t know one if I saw it. I can 
usually spot a gas filling station by 
the million little flags fluttering, the 
line-up of cars and the drone of the 
pumps.” 

“No sale! Just alerting you. A 
motel can be recognized by folk shov- 
ing discs over what is called a shuffle 
board layout and by elderly gents 
swimming with trailing grey beards 
behind them at the crowded lakeside 
beaches.” 

“Where are we heading for, any- 
how?” croaked Mr. Spearhawk in an 
endeavor to learn the worst about the 
excursion. 

“T want to investigate the shore 
along Wild Goose Cove,” said Mr. 
Clutehbill. “I have a faint memory 
of something savory in the money 
world there.” 

A half hour later the ancient car 
turned down a dusty clay road, jig- 
gled its hind end round a washboard 
bend and stood with heated withers 
beside a strange and ancient little 
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cabin on the lakeshore at Wild Goose 
Cove. 

“This is it . . . the end of the 
world,” nodded Mr. Clutchbill. “Glad 
and surprised it hasn’t changed any 
in this motor banging day.” 

The two men brushed through a 
mat of blue-eyed chicory and entered 
the twilight of the weatherbeaten 
cabin. Two cronies sat there with 
grey beards on wrinkled, tanned 
faces. Behind them a tiny set of cab- 
inets offered plugs of Gulf Stream 
chewing tobacco, packs of Sweet 
Vesuvius smoking, brown hoarhound 
drops, feathered pickerel spoons and 
one broken box of shotgun duck 
loads. Hanging over them like a halo 
on the back wall was a 10 gauge duck 
gun of unknown antiquity and a 
skinned cedar pickerel fishing pole 
with dangling hook and spoon. 

“How’s times?” greeted Mr. 
Clutchbill ordering two bottles of 
root beer pop. 

“There ain’t any now the main 
motor road has cut off this old loop 
along the lake.” 

“You’ve been here a long time... 
not like the old days, I suppose.” 

“Used to be alive here with duck 
hunters in the fall and fishermen in 
the spring. They’ve washed out. 
Everybody is on wheels to far places. 
We’ve owned this strip along the 
shore for forty years ... proper bul- 
rushes for ducks and pickerel—four 
hundred feet of shorefront.” 

“No ducking now?” 

“No, we’re too hidden. Over a hun- 
dred wooden duck decoys piled out in 





Mobile Home Parks 
Called “Big Business”’ 
By Realty Analysis 


The first independent public ap- 
praisal (of a 90 unit 10-acre mobile 
home park) compiled in an 8-page 
“Real Estate Analyst Bulletin” by 
Roy Wenzlick & Co. of St. Louis, 
Mo., concludes that the mobile home 
park is hardly a “shoestring oper- 
ation,” and definitely ranks as “big 
business.” This toothsome bit of in- 
formation for the financial factor is 
based on the fact that $30 to $50 
monthly space rentals add up to a 
substantial gross income, and that 
in most cases park operations are 
exceptionally profitable. 

Backing up this contention is the 
fact that outstanding mobile home 
paper is now estimated at over ONE 
AND A QUARTER BILLION 
DOLLARS! And the Small Business 
Administration just announced par- 
ticipation in a $250,000 loan for de- 
velopment of a new Florida mobile 
home park. 


4 * o 


MHMA Sets °59 Projects 
At Annual Meeting 


The Mobile Home Manufacturers 
Assn. held its annual 2-day meeting 
in Chicago in March, with the 
greatest number of manufacturers 
ever in attendance. Three major 
projects were announced by re- 
elected president, Earl W. Swett: 1. 
adoption of plumbing, heating and 
electrical standards as a member- 
ship requisite; 2. increased alloca- 
tion of funds and personnel to facili- 
tate park developments and im- 
provements; 3. sponsorship of the 
greatest yet nationwide promotion 
of mobile homes in full-color full- 
page ads in LIFE and McCALLS 
magazines, 


a * + 


Loss Ratios Lower 


Lower loss ratios were reported 
by 269 financial institutions who 
participated in a recent survey, re- 
sults of which have been released in 
the “8th Annual Report of Con- 
sumer Financing of Mobile Homes.” 
91% of those participating reported 
no loss on contracts purchased dur- 
ing the first half of 58; 3% said 
losses were under 1/10 of 1% —6% 
reported losses of over 1/10 of 1%! 


THESE INFORMATIVE HIGHLIGHTS ON ONE OF 
AMERICA'S IMPORTANT INDUSTRIES ARE 
PRESENTED IN THE HOPES OF BETTER UNDER- 
STANDING OF MOBILE LIFE... BY 
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a back shed—ain’t been in the water 
for three years.” 

“Hm’f, I’d like to see them.” 

One of the ancient grey bearded 
twins rose and led the way over a 
path to a shed on the lake shore. 
Over its old moss-covered roof the 
blowing wind seemed charged with 
old memories. And beyond lay silver 
waters screened by bulrushes where 
it seemed a great flourish of wild 
goose trumpets had just died. It 
seemed as though here if anywhere 
one might find the last whooping 
crane. Off shore were kiting white 
gulls and although fresh water, a 
strong echo of the sea hung over 
everything. 

Mr. Clutchbill’s guide unfastened 
a rusty padlock. The opening of a 
broad door revealed a shadowy con- 
fusion of wooden duck decoys swarm- 
ing over each other. 

“Paint’s almost gone off of them,” 
burst out the old director grabbing 
for his grey goatee as he and Mr. 
Spearhawk stared in wonder. 

“Oh, yes, gone on the ducks. But 
those three whooping crane decoys 
have got a little white paint left and 
there’s some plover still show paint,” 
said the guide peering with surprised 
eyes into the twilight. 

Mr. Clutchbill picked up the bare 
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wooden form of a duck decoy. “Sup- 
pose’n that bird was painted pink 
and lots of them set out on the water 
. . it would gay up the place.” 
“No wild duck would drop down 
to a pink decoy,” grunted the guide 
at the old director’s ignorance. 
“Wild duck mightn’t . .. other 
birds of a sort might,” slyly insin- 
uated the old director. “I’ve been 
wanting a property on the lake. 
What’ll you take for this place?” 
Mr. Clutchbill’s guide brightened. 
He began to haul up the banner of 
beauty over the old. place. 


CG'HORE property is getting 

scarce. Hardly a spot you can 
buy outright now ... it’s mostly all 
leased possession. Hannibal, my 
chum, and I have talked it over many 
times of late. We’re getting on in 
years. We think we ought to get 
$2,000 for this 400 feet of shore... 
it backs up to the old dirt road.” 

“That includes the duck decoys?” 
asked Mr. Clutchbill casually. 

“Oh, yes, we’d throw them in.” 

Mr. Clutchbill felt in a breast 
pocket and fished out a blank check. 
He immediately heard a gasp and felt 
a prod in his ribs from the agonized 
elbow of his brother director, Mr. 
Spearhawk. 

Paying no attention, he filled in the 
check for $2,000 to the property 
owners. 

An hour later the entire party re- 
turned from the clerk’s office of the 
town, and in the old director’s breast 
pocket rested a deed to the property 
on Wild Goose Cove. 

Working now with the velvety 
shove of a piston on a steam engine, 
Mr. Clutchbill directed the painting 
of a large sign to be nailed to an 
abandoned pole at the intersection 
where the dirt road left the hard- 
surfaced highway. 


“WILD GOOSE CHASE 


See the high-colored water birds 
14 mile down on the lakeshore” 


A second large sign he directed to 
be placed on the front of the old lake- 
shore cabin. 


“WILD GOOSE CHASE PROJECT 
NEW MOTEL COURT SITE 


Swim among brilliant water birds 
in summer 
Free wild goose and duck gunning 
in autumn.” 


“Now,” said Mr. Clutchbill to the 
two old cronies standing bewildered 
in the cabin doorway, “you hang on 
here, free. Get some pink paint and 
decorate half of the wooden decoys 
a solid pink, the rest of them white 
with pink polka dots. Set them out 
fringing the stands of rushes. I’ll see 
you get paid. If people begin to drop 











in on you and anybody seems overly 
curious, get word to me by the near- 
est telephone. I want to come over 
and have an interview with him.” 
Mr. Clutchbill held out his business 
card. 

Immediately the old _ director 
climbed into Mr. Spearhawk’s fran- 
tically honking car. 

Two weeks went by. Early spring 
was in the air. Over the deep moun- 
tain valley where lay Ferndale vil- 
lage the occasional trumpets of vast 
flocks of northerly migrating wild 
geese were reported by night-prowl- 
ing citizens. 

On one of the mornings when the 
reports came in thickest the tele- 
phone rang urgently in the Ferndale 
National. 

“Who is it?” shouted Mr. Clutch- 
bill hurrying round to the hysterical 
instrument. 

“Tt’s we fellers over to Wild Goose 
Cove. There’s a feller here I can’t get 
rid of. I don’t know if he’s fixing to 
make trouble.” 

“Keep him there... I’ll be over.” 

“There won’t be any trouble about 
keeping him here,” rose the voice 
over the wire.” 

“Are the pink decoys set out?” 

“All of ’em! And we’ve stuck three 
white whooping crane decoys in the 
north rushes.” 

A half hour later Mr. Spearhawk’s 
reluctant black sedan might have 
been seen trundling over the turn- 
pike to the lake. 


HEN they approached the cabin 

on Wild Goose Cove there could 
be seen through the dust a plump in- 
dividual with large dark eyes and a 
hooked nose sitting on the doorstep. 
Nearby was an elaborate parked car 
with a New York license plate. 

Inside the cabin Mr. Clutchbill 
found the two cronies huddled to- 
gether for safety. 

“What’s up?” burst out the old 
director. 

“That feller on the stoop won’t go 
away,” wheezed one of the cronies. 
“I’m getting worried.” 

Mr. Clutchbill walked back and 
stood over the threshold. 

“You wanting something?” he de- 
manded of the parked individual. 

“Yeah ... you own this dump?” 

“Dump? Mister, you are going to 
see one of the most elaborate motel 
courts rise here of all in the state.” 

“Calm down, feller. I know your 
game. What you asking now... low 
and final figure?’ 

“Eight thousand!” 

“Too much!” 

“Think so? Come down to the lake- 
shore. This fall will see the place 
jammed with goose hunters.” 

The two men walked down the 
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path under a grey sky. A strong 
south spring wind was whistling 
through the off-shore rushes bending 
their backs into windrows. But the 
spring haze did not hide the wooden 
images of three white whooping 
cranes and a dozen wild goose de- 
coys in the north rushes, nor a line 
of pink duck decoys riding the near- 
by swell. 

“Look yonder,” started the old di- 
rector, then suddenly stopped. 

A strange sound of horns and bells 
had burst out from the sky. 

The two men leaned back with 
staring eyes. 

A vast wedge of Canada geese 
were circling down. Lower they came. 

A great honking echoed over the 
waters as though it came from a jam 
of cars after the last toot of The 
Star Spangled Banner at a band con- 
cert in a village square. Over the 
rushes one great goose after another 
went into frantic reverse with 
pounding wings as their surprised 
eyes peered down on Mr. Clutchbill’s 
pink regiment of ducks, whooping 
cranes and wild goose decoys. 

“A common sight hereabouts,” 
gently commented Mr. Clutchbill 
wetting his surprised throat to oil 
the words coming out. “Listen to 
their bugles. Folks in the new motel 


will feel at home. . . just like motor 
car honking. We got loons here, too. 
They rattle a little on a high key, 
but at night they make the place 
homelike . . . you can sleep in these 
sounds of Nature happy as a Red 
Indian.” 

“But $8,000 is too much!” came 





the visitor’s harsh voice over the | 
spatter of landing geese. 

“No matter,” tossed off the old di- 
rector turning back along the cabin 
path where Mr. Spearhawk and the 
two cronies were hastening down for 
the strange sight. “There'll be a 
swarm of buyers along ... maybe 
today.”’ 

“Wait a minute, can’t you? You 
want a New York draft of $8,000 
for this place?” 

“Oh, yes, it must be a New York 
draft. Things are booming so here- 
abouts all of us real estaters can’t 
wait for a personal check to clear 

. no offense meant, though.” 

An hour later, after papers had 
changed hands Mr. Clutchbill crawled 
up on the car seat beside Mr. Spear- 
hawk’s excited face. 

“Home, Mr. Spearhawk. The Wild 
Goose Chase is over, and the undi- 





vided profits of the old Ferndale Na- 


tional Bank is jacked up for a $6,000 | 


dividend.” 


UNIFORM COMMERCIAL CODE 


CONTINUED FROM PAGE 46 

All of the problems raised above 
were washed away by the Code and 
replaced by a very simple agreement 
between the borrower and the bank 
describing the items to be financed. 
The description of the collateral does 
not have to be specific. In addition 
to the agreement between the bor- 
rower and the bank, the Code gener- 
ally requires the filing of what is 
called a financing statement. This is 
even simpler than the agreement be- 
tween the customer and the bank. 
Later on in this paper, the forms for 
security agreements and financing 
statements will be discussed further, 
but it is important to note here that 
both of them are extremely .simple 
in nature. 

Prior to the Code, it was virtually 
impossible for a bank to secure a legal 
lien upon goods in the process of man- 
ufacture. The Code made it possible 
for a bank to acquire a legal lien, not 
only on the raw materials, but also 
upon the inventories while being proc- 
essed. The lien of the bank holds good 
even if (1) The items being financed 
lose their identity, or are changed in 
form or nature. (2) The merchan- 
dise is commingled with other items. 
(3) Other items are added to the 
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merchandise financed by the bank. 
(4) The merchandise is not kept in 
one designated place, i.e., is sent out 
for dyeing, or on to another plant 
for further processing, or is moved 
to another building for storage. 

The Code permits, for the first 
time, the financing of a fluctuating 
stock of merchandise in the hands 
of a wholesaler and/or a retailer. 

A bank’s lien holds good as long 
as the merchandise remains the prop- 
erty of the debtor, regardless of 
where it may be located or of what 
may be done to alter its identity or 
nature. In other words, the Code has 
made it possible for a bank simply 
and easily to secure a good legal lien 
on the entire inventory of a borrow- 
er. The Code states that advances by 
a bank may be secured by after-ac- 
quired inventory unless a lender or 
seller notifies the bank that he will 
be arranging for the delivery of in- 
ventory items to the debtor and will 
be retaining a purchase money se- 
curity interest (lien) in them until 
he is paid in full. Such a lender or 
seller must obtain a security agree- 
ment and must file a financing state- 
ment within ten days of the delivery 
of each such inventory item. 

One of the most important features 
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of the Code is that it provides for 
the bank having a lien or security 
interest in the proceeds of merchan- 
dise, whether it arises from a sale 
by a manufacturer to a wholesaler 
or a sale by a wholesaler to a retailer 
or a sale by the latter to the ultimate 
consumer. This lien attaches to the 
proceeds which may be cash, accounts 
receivable, notes receivable, or chat- 
tel or installment paper. 

The Code covers consigned mer- 
chandise under the premise that the 
transaction can be construed as a 
loan of the purchase price by the 
seller to the consignee. The seller is 
required to obtain a security agree- 
ment and file a financing statement. 
Businessmen selling to concerns op- 
erating in the State of Pennsylvania 
are finding this to be a useful vehicle. 

In accounts receivable financing, 
the framers of the Code took the 
position that if the public is put on 
notice of a lien or security interest, 
financing by a bank should not be 
tied up with absurd requirements and 
technicalities. As a result, the former 
requirement under Pennsylvania law 
for book marking was eliminated, 
and the Code makes it crystal clear 
that the bank is no longer required 
to make certain that the borrower 
does not exercise any dominion or 
control over the accounts or the pro- 
ceeds thereof. The assignment of ac- 
counts receivable can no longer be 
upset simply because the borrower 
did not segregate and mark returned 








AIRCRAFT TITLE SEARCHES 


Fast, dependable service verifying own- 
ership and reporting all mortgages and 
liens shown by official CAA records 


AERO TITLE CO. 


910 17th Street N.W. Washington 6, D.C. 
NAtional 8-0994 











SELLING TO BANKS? 
here's extra $$$ 


Here's the side line you've dreamed about. 
Dignified top-quality non-competitive specialty 
used and approved by America's leading na- 
tional banks. Pays you $100 per sale. Get full 
information from E. C. Whittemore, Box 122, 
Merrimac, Mass. 














Enduring Bronze 
BANK SIGNS 


Desk Plates @ Bulletin Boards 
Finest Quality — Lowest Prices 
Write for FREE Catalog 
Architectural Bronze Corp. 

3638 W. Oakton St., Skokie, HI. 











= | Se Meee 


CORPORATION 


= 565 Fifth Avenue, New York 17, N.¥. OXford 7-8300 





merchandise and turn it over to the 
bank, or because he granted credit 
allowances without being requested 
so to do. by the bank. Under pre- 
viously existing law, perfectly proper 
assignments of accounts receivable 
were upset simply because of some 
mistake in handling a minor propor- 
tion of the total. 


NDER the Code, the borrower and 

the bank enter into a simple se- 
curity agreement and file an even 
simpler financing statement. This in- 
sures the bank securing a floating lien 
on all present and future accounts. 
The lien attaches to each new account 
the moment it comes into existence, 
and there is no longer any need, from 
a legal standpoint, for daily formal 
assignments of newly generated ac- 
counts. While our work has been very 
greatly simplified and lessened from 
a legal standpoint, we still want to 
know what we have in the way of 
collateral and we still make audit 
checks so as to discourage dis- 
honesty. 

The Code has a provision voiding 
any provision in a contract, purchase 
order, etc., whereby the buyer pro- 
hibits the assignment of the accounts 
receivable. We bankers would prob- 
ably be horrified if we knew of each 
and every instance prior to the Code 
where we loaned against assigned ac- 
counts receivable where the account 
debtors had prohibited the assign- 
ment of the accounts. 

Under Code provisions relating to 


| chattel paper, when a bank finances 


a dealer’s inventory on a floor plan 


| arrangement and the agreement spec- 


ifies that the bank will have an in- 
terest in the proceeds of sales, all 
would seem to be well. The Code, 
however, states that the borrower can 
sell the inventory and accept in pay- 
ment, therefor, chattel paper; and 
can then sell the chattel paper to an- 
other financing institution even if the 
latter has knowledge of the filing. 
The author of this paper believes that 
this provision of the code is inequita- 
ble, but the framers of the Code felt 
that a dealer should have complete 
freedom in the disposing of chattel 
paper arising out of sales of his in- 
ventory and not be in a position 
where he would more or less have to 
accept the terms laid down by the 
bank which financed his inventory. 
The existence of this provision makes 
it necessary for a bank financing in- 
ventory of a dealer to make frequent 


" @| checks of the collateral and make 


certain that its advances are repaid 
as the items in inventory are sold, as 
was the case before the adoption of 
the Code. Of course, the bank can 
take possession of the chattel paper 
in lieu of being repaid in cash. 


We have a different situation when 
a bank wants to buy or advance cash 
against the security of the chattel 
paper of a dealer. The bank can then 
leave the paper with the dealer if it 
first has it stamped indicating that 
it is pledged to the bank. In a case 
such as this another lender cannot 
take possession or secure a good lien 
on the paper if he has knowledge that 
the bank has advanced money against 
it, and the stamping of the paper will 
constitute knowledge on the part of 
another potential lender. 

For securities, instruments, and 
documents such as bills of lading and 
warehouse receipts, a lien can be se- 
cured by taking possession of the 
securities, instruments or documents 
as the case may be. A lender can turn 
them over to a borrower for a 21 day 
period without having its lien im- 
paired except by a purchaser for 
value or another lender who takes 
possession. By filing a financing 
statement the lender can maintain its 
lien on documents for an indefinite 
period except against a purchaser for 
value. 


HE Code provides that a security 
agreement must: Be in writing 
and signed by the borrower. Provide 
that the bank shall have a security in- 
terest or lien in the collateral. Contain 
a description of the collateral, and 
this description need do no more than 
reasonably identify the type of the 
items, things, or the mass to be 
financed. If the security interest 
covers crops, oil, gas or minerals, it 
must include description of the land. 
Financing statements can be even 
simpler than the security agree- 
ments. The Code provides that financ- 
ing statements must contain the fol- 
lowing: Name and address of the 
borrower. Name and address of the 
bank. A statement indicating the 
types or describing the items of prop- 
erty to be financed, and claiming 
proceeds (if that is intended). The 
statement must be signed by both 
the borrower and the bank, although 
there are a few situations where the 
Code permits the filing of a financing 
statement without the signature of 
the borrower. 


HE Code permits the filing of a 

security agreement in lieu of a 
financing statement if the security 
agreement conforms to the above. 
Dun & Bradstreet checks the records 
as to filings of financing statements 
and issues flyers advising its clients 
on this score. Also, we have found 
that the Secretary of the Common- 
wealth will advise us promptly as to 
filings of financing statements on the 
telephone or in writing upon request. 

Before the Code became effective 
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in Pennsylvania, we felt that after 
we filed financing statements we 
would receive inquiries from a num- 
ber of suppliers. The author’s bank 
is a large one (assets of a billion dol- 
lars) and in 4% years we have re- 
ceived but a handful of such in- 
quiries. 


HE National Association of Cred- 

it Men conducted a survey in 1957 
as to its Pennsylvania members’ re- 
action to and experience with the 
Code. The results clearly indicated 
that well over 90 per cent were very 
happy with it. 

The words “Benedict vs. Ratner” 
have long been anathema to secured 
lenders. The framers of the Code 
worked long and hard so as to attain 
the goal of completely invalidating 
that decision. As a result, the lenders 
in any state which adopts the Code 
can forget Benedict vs. Ratner. How 
was this very desirable result accom- 
plished? Simply by facing up to the 
fact that the reason why courts were 
so prone to search for excuses to up- 
set claims to security was that they 
did not like so-called secret liens. As 
a result, the framers of the Code 
adopted the principle that a lender 
desiring security must put the other 
creditors of his borrower on notice 
by making a public filing of his 
(lender’s) intention to take a lien 
upon one or more of the assets of the 
borrower. 

Naturally, a number of people have 
argued that no one will know how the 
provisions of the Code will stand up 
until we have some court rulings. 
The author would like to point out, 
as far as secured lending is con- 
cerned, that prior to the Code there 
were at least several dozen legal pit- 
falls which were rather apparent, but 
on which there had not yet been any 
court rulings. The Code has elimi- 
nated all of these pitfalls, and even 
though the writer has studied the 
subject intensively for some five 
years he has yet to locate any similar 
problems in the Code. 

Since the code went into effect in 
Pennsylvania there have been several 
court decisions of significance. Three 
of these cases had to do with the 
question as to whether the lenders 
had done what they should have done 
in the way of filing financing state- 
ments. In all three cases, the lender 
had definitely failed to meet the clear- 
ly defined requirements of the Code 
and, therefore, their attempts to ac- 
quire security for their advances 
were rejected. In another case, a 
trustee in bankruptcy claimed that 
the lender’s lien on after-acquired 
property constituted a preference, 
and it was not surprising that the 
courts ruled in favor of the lender. 
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Along these lines, reports have 
been received of two separate in- 
stances where Pennsylvania banks 
made secured loans to customers and 
the Internal Revenue Service at- 
tempted to levy on the borrowers’ 
assets. In each case the Internal Rev- 
nue representative beat a hasty re- 
treat when the bank involved pointed 
out that it had a prior lien under the 
Code. This probably came about be- 
cause early in the game the Internal 
Revenue headquarters in Washing- 
ton, D. C. ruled that a security inter- 
est under the Code would constitute 
a valid lien similar to a real estate 
mortgage. 

The Pennsylvania Bankers Asso- 


ciation has published a manual pre- | 


pared for bankers by a committee of 
attorneys retained by the Philadel- 


phia Clearing House Association. | 


The committee did an outstanding 


job in the writing of the manual, and 


anyone desiring to study the Code | 


will find it to be extremely helpful 
and surprisingly easy to understand. 
It is strongly recommended that an 
individual read the manual before 
the Code itself. 

The Federal Reserve Bank of Phil- 
adelphia has published a Tabular 
Outline of Secured Transactions. 
While this was not designed for the 
purpose of studying the Code, it will 
prove very valuable for reference 
purposes. 


ARIOUS changes have been made 

in the Code since it was enacted 
by the Pennsylvania Legislature. A 
bill is to be presented at this session 
which will amend our Code so as to 
make it conform to the draft being 
considered by other states. 
report was prepared on the assump- 
tion that the amendment will be 
passed at this session. 

The experience in Pennsylvania 
has been so favorable that even if no 
other state in the union were to ever 
adopt the Code the citizens of Penn- 
sylvania would not think of going 
back to the commercial laws which 
existed here prior to the Code. Busi- 
nessmen, bankers and _ representa- 
tives of consumers all agree that we 
have much better laws than we had 
prior to July 1, 1954. 

As far as secured loans are con- 
cerned, the Code has reduced our 
work load and, at the same time, has 
greatly improved our legal position. 
The Code has made it legally possible 
and practicable for banks in Penn- 
Sylvania to loan larger sums of 
money than was feasible prior to the 
adoption of the Code. Also, we have 
found that we are now able to loan 
money to some of our depositors who 
previously were not eligible for any 
bank credit. 
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At the Security National Bank, Kansas City, Kansas 





business 1s booming in the parking lot 


Above: Customer puts deposit in draft-proof, end- 
opening money drawer. Drawer keeps money in 
view, eliminates acrobatics required by other win- 
dows. Below: Hexagonal shape was suggested by 
architect. It provides additional facings for win- 
dows. Lobby is air conditioned, open 24 hours a 


day. Entire installation is protected by Mosler 


Century Alarm system. 



































“The nuisance of finding a parking place in downtown Kansas City was 
forcing many of our customers to do their banking elsewhere. We wanted 
to hold them,” says Maurice L. Breidenthal, Chairman of the Security 
National Bank, Kansas City, Kansas. “To help remedy this situation, we 
called in our architects and our Mosler representative. After studying 
our problem, they recommended building a motor bank in our parking lot. 
When we opened, business increased about 10%. We realized we prac- 
tically had a branch office...only 500 feet from the main bank. Our motor 
bank tellers—with the help of Mosler equipment—can perform all teller- 
services available in our main building. 

“Mosler equipment in our new facility includes three drive-in windows 
(there’s room for a fourth when business warrants), a walk-up window, 
a Day and Night Depository inside and out, six money lockers and a 
complete alarm system connected with the police department. We had 
three reasons for selecting Mosler equipment: reputation, service, fool- 
proof engineering.” 

Problem Solving—a Mosler Specialty 

From auto banking to the largest vaults and doors, Mosler design and 
manufacturing experience is at your service. Write for Mosler’s “AUTO 


BANKING IDEA BOOK” and information on any problem involving 
banking equipment. 


Integrated banking equipment by 


THE MOSLER SAFE CO. 


Dept. M. 320 Fifth Avenue, New York 1, N.Y. « World’s Largest Builder of Safes and Vaults 
In Canada: Mosler-Taylor Sales Ltd., 145 Front Street East, Toronto, Canada 


